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Bank of America over the past six weeks called due thousands of
small business loans in California.  B of A during 2011 made approx-
imately $2 billion in small business loans to California companies—
but now is asking those same companies to pay off existing loan bal-
ances now or take out new loans and lines of credit at much higher
interest rates.
They (B of A) claim that 13% of the 2011 loans are in default;
however, other banks in Riverside and San Bernardino tell us they do
not have these same problems.  The Inland Empire Business Journal,
in preparing this story, was told by seven local (mostly community
banks) that they have money available and are making “small busi-
ness loans” so this may be a good time for businesses to apply.  The
Inland Empire Small Business
Did Bank of America Call Your Loan?
continued on page 39
CSUSB, FACULTY
MEMBERS AND
BUSINESS COLLEGE
HONORED IN INDIA
California State University,
San Bernardino, its academic
colleges and eight faculty mem-
bers were honored at the 14th
annual International Business
Summit and Research
Conference at Amity University
in Noida, India.
CSUSB was named the
“Global Academic Excellence
University” at the conference,
which was held Feb. 22-24. 
In addition, Cal State San
Bernardino’s College of
Business and Public
Administration earned recogni-
tion as “Global Academic
Excellence College.” 
Eight CSUSB faculty mem-
bers were recognized for their
achievements in promoting
global education and were
named “global academic excel-
lence professors,” as selected by
an international panel of jurists. 
The faculty members hon-
ored were Pete Robertshaw
(anthropology), Rosalie
Giacchino-Baker (language, lit-
eracy and culture), Rueyling
Chuang (communication stud-
continued on page 27
Fred Latuperissa, Director of International Trade Administration of
the United States Department of Commerce presents to Attorney
John Mannerino his appointment to the California Inland Empire
District Export Council of the United States Department of
Commerce signed by the United States Secretary of Commerce.
A brief explanation of the role of the DEC in the Inland Empire:
District Export Councils, or DECs, are groups comprised of local
business owners and community leaders, appointed by the U.S.
Secretary of Commerce, to promote the development of export trade
within their community. These individuals are selected based on their
knowledge of international business and exporting and their civic
involvement.
For more than 25 years, DECs
What is the District Export Council?
continued on page 9
TAPS
We in the United States have
all heard the haunting song,
“Taps.”  It’s the song that gives
us the lump in our throats and
usually tears in our eyes.  But do
you know the story behind the
song?  
Reportedly, it all began in
1862 during the Civil War, when
Union Army Captain Robert Elli
was with his men near
Harrison’s Landing in Virginia.
The Confederate Army was on
the other side of the narrow strip
of land.
During the night, Captain
Elli heard the moans of a soldier
who lay severely wounded on
the field.  Not knowing if it was
a Union or Confederate soldier,
the Captain decided to risk his
life and bring the stricken man
back for medical attention.
Crawling on his stomach
through the gunfire, the Captain
reached the stricken soldier and
began pulling him toward his
encampment.  When the Captain
continued on page 7
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JERRY D. MEADS  NEW WORLD INTERNATIONAL WINE COMPETITION
Presents
A WINE EXTRAVAGANZA • GOLD MEDAL SHOWCASE & AUCTION
HILTON ONTARIO AIRPORT
700 N. HAVEN AVE., ONTARIO CA 91764
Sunday, May 6th, 2012 • 4:00 P.M. to 7:00 P.M.
DONATION: $65.00 • AT THE DOOR: $75.00
Please make checks payable to:
Pomona Valley Habitat for Humanity
(Building Houses, Building Hope)
OR
The Unforgettables Foundation
(Assisting families with the burial costs on the saddest day of their life...the loss of a child)
NO ONE UNDER 21 WILL BE ADMITTED—Business Attire—No Jeans, No Shorts, No T-Shirts—Dress Code Enforced
REAL ESTATE NOTES
SOCAL INVESTORS ACQUIRE TWO BUNCH PALMS
RESORT IN DESERT HOT SPRINGS
An investment team comprised of Hollywood executives Steve
Markoff, Donald Kushner, Elie Samaha and real estate investor Gidi
Cohen have closed on an unusual SoCal acquisition, having pur-
chased the Two Bunch Palms Resort & Spa in Desert Hot Springs.
The new owners plan a multi-million dollar renovation on the prop-
erty, a favored haunt by film stars and Southern California well-to-do
for nearly a century. 
The exclusive Two Bunch Palms Resort and Spa is surrounded by
270 acres in Desert Hot Springs, approximately 110 miles due east of
Los Angeles. The rock-wall compound secures 52 private bungalows,
most graced with private backyards or patios along with its highly
prized natural hot springs and mud baths. 
The naturally flowing thermal waters of Two Bunch Palms is well
known for its extraordinary purity and rich lithium content and is
considered to be a natural mood stabilizer. The spa’s lushly land-
scaped grotto boasts two spacious hot pools, which has been sought
out by guests from around the world for the water’s healing and
restorative powers. The smaller of the two pools is naturally heated
to 104 degrees, while the larger pool is maintained at 99 degrees. The
combination of the grotto/mud bath/spa experience, cleverly known
as being Two Bunched, was made famous by the 1992 film, “The
Player.”
Two Bunch Palms was named “Best for Mineral Springs” each
year 2004 through 2010 by the readers of Spa Finder Magazine and
ranked by USA Today as one of 10 great places to relax your mind
and body. 
The new owners are also planning to market a line of spa prod-
ucts and beverages which will be made from the Spa’s highly prized
natural waters. “There is something special in the water here,” stated
said Cohen, president of Los Angeles-based Cohen & Associates who
will manage the asset on behalf of the new ownership. “People seem
to be drawn here specifically for effects of the water.” 
The new owners are laying the groundwork for major renovations
throughout the resort, including a joint venture with a spa operator,
and expansion of additional acreage to include stand-alone 3k-
square-foot villas, senior housing and a private post-operative sur-
gery rehab facility. 
There are also discussions with several proprietors of chef-driven
restaurants in an effort to reinvent The Casino Dining Room, the
resort’s on-site fine dining restau- continued on page 13
HEALTH CARE
Get Accurate and Simple Information
for the Affordable Care Act (ACA)
By Robert K. Ross, M.D.
While many California small business owners have heard about
the Affordable Care Act (ACA)—the new federal health care law—
most lack a full understanding of what it actually means for their
business and how it will benefit them and their employees.
Because small businesses are the backbone of our economy, we
must move beyond the political rhetoric so that all Californians,
including small business owners, are provided with accurate infor-
mation so they can make informed decisions about their health cov-
erage.
Recent studies have shown that there is both a need and desire
among the state’s business community for a simple resource that
provides clear information about the new health law. Given the fact
that the state’s small business community provides the majority of
Californians with their health coverage, it is imperative for them to
be well-informed.
While there are many online options with information on the
new law, The California Endowment has partnered with the business
community to provide a first-of-its-kind online resource created by
business for business.
The Health Law Guide for Business website
(www.HealthLawGuideforBusiness.org) is a unique business-spe-
cific resource that will serve as an information hub for California
businesses, their employees and the media. The site was created by
a collaborative effort of The Bay Area Council, California Small
Business Development Centers, California Hispanic Chambers of
Commerce, Pacific Business Group on Health, Silicon Valley
Leadership Group, Small Business Majority, Small Business
California, and The Los Angeles Area Chamber of Commerce.
With the page count of the law totaling more than 2,400 pages,
this site offers the ability to navigate a complex, confusing system
that small businesses just don’t have time to master. Its design is
based on understanding that the day-to-day demands of running a
business leaves very little time for employers to sift through unnec-
essary content to locate what’s most significant. The guide clearly
highlights key areas including tax credits, cost savings, and informa-
tion on health and profit associated with wellness and prevention
programs. One of the most helpful continued on page 7
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Quotes on Education
The roots of education are bitter, but the fruit is sweet.
Aristotle
The test and the use of man’s education is that he finds pleasure
in the exercise of his mind.
Jacques Barzun
You should have education enough so that you won’t have to
look up to people; and then more education so that you will be
wise enough not to look down on people.
M. L. Boren
Education is the ability to listen to almost anything without los-
ing your temper or your self-confidence.
Robert Frost
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OPINION
Politicians Take It to The Bank
Election year promises to reign in the banking industry
have long-term consequences—few of them good
By David Malone
It’s 2012, and as anyone within shouting distance of a cable news
program knows, the race for the White House is underway. All seats
in the House of Representatives and control of the U.S. Senate are
also in play. And it wouldn’t be an election year if there wasn’t a con-
venient target, a nemesis to draw the fire of politicians. This season,
it’s the banking industry. As the CEO of a local business bank, I don’t
like being in the rhetorical crosshairs. But this just isn’t a case of
bankers with ruffled feathers. Everyone with a stake in a sustainable
economic recovery should be concerned.
The federal government’s current attitude toward banking began
well before this election cycle. The 2008 financial crisis precipitated
by the mortgage market’s collapse inspired this massive intervention.
Some of the actions were unprecedented such as hundreds of billions
in bailouts and the Fed’s rock-bottom, short term interest rates. Many
say that government had to step in. I agree that we were on the brink
of global freefall in late 2008, which required bold steps by
Washington. Bold steps quickly became a forced march as our lead-
ers asserted more control over the financial system.
Dodd-Frank is the legal and physical symbol of this mindset,
physical in the often-cited bulk of the document containing its provi-
sions. Dodd-Frank is not “old news”; the multitude of changes and
restrictions it imposes on the financial industry deploy in stages.
Lawmakers, regulators, bankers and customers continue to grapple
with these sweeping mandates. The banking industry is left with
increased costs and greater difficulties in doing business.
Many people defend Dodd-Frank as a return to the prudent gov-
ernment oversight put in place during the Great Depression. You
don’t have to go back that far in time to find a precedent for Dodd-
Frank, one that shows how noble intentions, an avalanche of regula-
tions, and pontificating politicians don’t always lead to positive
change. A decade ago, Sarbanes-Oxley arose to curb the excesses,
deceptions and failures of companies like Enron and Worldcom. The
result: confusing rules, higher costs of doing business, accompanied
by continuing examples of poor corporate governance, and in the
final analysis accomplished nothing to stop the latest financial
Armageddon.
While the federal government strives to protect us from our-
selves, it wants to motivate us to lend, borrow and spend. These mis-
sions are frequently in conflict. Case in point: The Fed is maintaining
interest rates at historic lows, an example of “priming the pump.” At
the same time, regulations, restrictions and related uncertainty have
tightened underwriting standards and eroded consumer and business
confidence. In short, capital may be cheap right now, but that alone
is not creating a surge of much-needed lending to stimulate business
expansion and consumerism.
A presidential election punctuated the worst moments of 2008,
inspiring candidates for nearly every office—not just the Oval Office
to propose ways to “do something.” Four years later, we’re seeing
signs of economic stability and cautious outlooks of growth in certain
sectors.  We’re also seeing another presidential election. Everyone on
the stump for congressman to chief executive will have “answers”
and make promises. The winners will attempt to keep those promis-
es.
America’s banks have to deal continued on page 17
EDITORIAL
Does Washington Politicians Care
About Gas Prices?
I used to smile (maybe even laughed) when I heard the
phrase, “I am as mad as hell and I ain’t going to take it any
more.” Well, maybe I am getting old.....because now I get
it....... the meaning of those words.
I am no brain surgeon, but there are things that can be done
by those guys who go to the “Capitol barbershop” at our
expense.  
Here are a few suggestions:
• Approve the oil pipeline from Canada to our U.S.
refineries.
• At long last approve a few new refineries to be built.
• Release oil from our national reserve (we need it now).
• Cut all foreign aid to those countries trying to “strike it
rich” (What harm will that do?  They already hate us.)
• Pass legislation making it a felony for any federal office
holder, his campaign or any pack to collect any contributions
from the oil industry.
Threats from Iran! Baloney!  Yes, baloney is the reason to
jack up prices? We do not get any oil from Iran.  Let’s get that
oil from Canada and more from Mexico.  Let’s tell those oil
companies to stop legally stealing from U.S.  Throw just one
out of the U.S. for price gauging,  and you will see some fair
commerce real quick.
During the George W. Bush years, Hillary Clinton and
Nancy Pelosi both said, “The big oil companies” are living in
the White House. Well, when Bush moved out and Barack
Obama moved in, the “big oil companies” must not have
moved.  Where are Clinton and Pelosi now? I thought they
were still in Washington, D.C.  Didn’t Obama say he was a man
of change? Well, how about acting on some of these sugges-
tions?
Maybe I just don’t know what I am talking about.  Maybe I
am just stupid or worse yet, maybe I am just old....but I am
“Mad as hell, and I just am not going to....take it.......any
more!!!
William J. Anthony, Publisher
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MULTIPLE GENERATION MANAGEMENT
Balancing Multiple Generations at Work
By Jennifer FitzPatrick, MSW, LCSW-C
Since mandatory retirement
has long been abolished in most
industries, we are living in a
time where there are multiple
generations of employees work-
ing together. Healthy seasoned
octogenarians working along-
side college interns, and every
age group in between, can make
for a particularly generationally
diverse workforce. This age
diversity in the workplace pres-
ents challenges in areas of com-
munication, expectations, work
ethic and abilities and strengths.
While multigenerational
coworkers struggle to under-
stand each other, some of the
most difficult situations involve
managing a much older or
younger staff. Younger man-
agers sometimes categorize
their older workers as slower
and technologically deficient.
Older managers tend to question
younger employees’ experience,
maturity and work ethic.
Samantha, a newly hired 28-
year old vice president of a
small company is meeting with
David, a 52-year old manager
who reports to her. Samantha
asks David to spearhead a proj-
ect to create a Facebook page
for their company. David
responds that he does not know
much about Facebook but com-
ments that his teenage sons use
it all the time. When David asks
why the company would want a
Facebook page, Samantha rolls
her eyes and chalks this up to
David being behind the times.
Robert is a 61-year old
supervisor and is constantly
receiving requests from his team
about working from home.
While much of his team’s work
does not have to be done on site,
he does not believe in the con-
cept. Since many of this staff are
in their twenties and thirties and
have young children, he expects
that much work won’t be getting
done at home. Robert tends to
have less confidence in employ-
ees wanting flexible schedules.
What can Samantha and
Robert do to better lead their
employees of different genera-
tions? Samantha would proba-
bly best engage David if she
approached the Facebook situa-
tion with patience and addition-
al training. Robert would likely
inspire the most loyalty with his
team by being a bit more flexi-
ble. If Robert made an effort to
put some work-life balance poli-
cies in place, his staff might per-
ceive him as more reasonable
and work even harder to get
their jobs done.
There are challenges from
the subordinate’s perspective as
well.
While it’s usually a mistake
to underestimate a younger
manager, many older workers
do. Sure, it’s possible that a
younger employee might have
been hired or promoted due to
nepotism or other unjustifiable
reasons. But typically, that
younger person is deserving of
the position due to education,
experience, leadership potential
or other abilities. Regardless, it
is important to judge younger
managers on merit rather than
age. While a seasoned employee
may resent a younger person
coming in and telling him what
to do, it is likely this person has
something unique to offer.
Sometimes the resentment
toward a younger boss has more
to do with the older worker than
anything the younger manager
has done. Reporting to a
younger manager can trigger
feelings of inadequacy, feeling
“old,” and regret for how an
older worker’s career has turned
out. The older worker may think
back to when he began his
career and second guess choic-
es. Older employees struggling
with accepting their younger
managers should focus on get-
ting along with them and sup-
porting them as they would with
any other boss. 
In managing the situation,
the older worker should consid-
er:
1. Keeping an open mind
about the younger manager.
Almost everyone we encounter
at work can teach us something.
At the very least, most younger
managers have fresh new ideas
that can invigorate the work-
place. 
2. Avoiding discussion of
the younger manager’s age.
When an older worker starts to
compare the younger manager
to his daughter or even grand-
daughter, it can offend the
younger manager. Younger
managers know their age; they
don’t need older staff reminding
them. 
3. Refraining from too
many references about the past.
Harping on the way “it’s always
been done” or the way things
were “before you were out of
diapers” will not be appreciated
by the younger manager. 
4. Making an effort to
learn technology that the
younger boss uses. Not only will
this impress a younger manager,
it will increase the older subor-
dinate’s skill set.
5. Accepting that this per-
son is the boss. Ultimately if the
older worker wants to remain in
the position, an attitude shift is
critical in remaining employed
or even being promoted.
Younger workers also have a
challenge understanding their
older managers. They find
themselves frustrated when the
older manager does not embrace
technology, lives in the past or
dismisses younger counterparts
when they don’t recognize pop
culture references of the past.
In working with a boss of an
older generation, younger
employees should consider:
1. Respecting the years of
experience the older manager
brings to the table. Even when
an older boss acts in a way the
younger staff does not agree
with, it should be acknowledged
that the decision may be based
on past experiences from which
the older manager has learned.
2. Understanding that
“face time” may be very impor-
tant to an older manager. It is
common for older bosses to be
less open to the trend of working
from home because it was not
something with which they had
ever become comfortable. If
staff members do have flexible
schedules or work off site from
the older manager, they may
want to check in regularly and
take steps to reassure the older
manager that work is getting
done. 
3. Explaining current pop
culture references without mak-
ing the older employee feel out
of the loop. A twenty-something
who mentions something he saw
on the latest reality show should
take the time to let his sixty-
something boss in on the joke.
4. Accepting that meetings
and phone calls may be pre-
ferred rather than texting,
Skype, instant messaging and e-
mail. While many older workers
embrace technology, some still
favor more traditional modes of
communication. Going with the
flow on the boss’ desired com-
munication method will be
appreciated by the older manag-
er.
During this economic time,
it is guaranteed that we will con-
tinue to see multiple generations
collaborating at work. More
retirees are reentering the work-
force for extra cash and many
older adults are delaying retire-
ment indefinitely. With more
and more high school and col-
lege graduates entering the
workforce every year, it is
important for workers of all ages
to make an effort to understand
and appreciate each other.
continued on page 39
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tools created for the site is a “tax
credit calculator” to help employers
estimate savings available under
the law. With videos, interactive surveys and an easy to use format,
The Guide includes numerous elements to serve a variety of prefer-
ences for information gathering.
Unfortunately, misinformation on the health care law is frequent-
ly treated as fact which causes great confusion among business own-
ers. The goal of the site is simple: to provide easy-to-understand
information to help business owners get the facts they need to make
an informed decision about health coverage for them and their
employees.
We also hope The Guide will also be a resource for brokers, who
recent studies have shown will continue to play a role as business
owners begin to explore options available through the new exchange
provision under Affordable Care Act. Brokers and other intermedi-
aries such as accountants will remain important sources of informa-
tion and advice for many small business owners on issues around
health insurance, and they will also play a role in educating, advis-
ing, and advocating for their small business clients under the new
system.
The timing for this site couldn’t be better. More and more small
businesses are realizing that offering health insurance is not just a
benefit to their employees, but to their bottom lines as well.
Offering health insurance leads to a stable and productive work-
force, helps with recruitment and retention, and increases their com-
petitiveness with larger businesses.
Visit this innovative, online resource today and learn about the
benefits available to help you run your business. You may just find
it will save you some money.
Robert K. Ross, M.D., is president and chief executive officer for
The California Endowment, a health foundation established in 1996
to address the health needs of Californians.
Get Accurate...
continued from pg. 3
EXECUTIVE NOTES
NATIONAL HEALTH FOUNDATION TO HONOR
RICHARD E. YOCHUM 
The National Health Foundation (NHF), in association with the
Hospital Association of Southern California (HASC), will honor
Pomona Valley Hospital Medical Center’s (PVHMC)
President/CEO Richard E. Yochum in a tribute dinner, “A
Celebration of Leadership, Vision and Commitment.”
“What an honor it is to be recognized by NHF and HASC with
this award.  There are many others in healthcare who are deserving
of this tribute and I am humbled to have been selected for this dis-
tinction,” said Yochum. Yochum has served in his present position
at PVHMC since 1993 and has been employed at the hospital since
1978.  Prior to joining PVHMC, Yochum served as an assistant
administrator at City of Hope National Medical Center in Duarte.  
Yochum earned his bachelor’s degree in business administration
from Loyola University, Los Angeles and a master’s in hospital
administration from Cornell University in Ithaca, N.Y.  He is a fel-
low of the American College of Healthcare Executives (FACHE). 
LA QUINTA RESORT & CLUB NAMES NEW
EXECUTIVE DIRECTOR OF SALES AND MARKETING
Former Marriott International Executive to Lead Sales and
Marketing Efforts at Historic Desert Property
Rick Blackburn, previously director of intermediary sales for
Marriott International’s Global Sales Organization, has been named
executive director of sales and marketing at La Quinta Resort &
Club and PGA WEST, the 45-acre desert retreat known for its
exceptional golf, colorful Hollywood legacy and secluded
ambiance.
In his new position, Blackburn will oversee all sales and mar-
keting activities and programs – including group and leisure sales,
marketing initiatives and public relations – for the resort, which
encompasses 796 guest rooms and suites, 23 tennis courts, 41
swimming pools and 53 hot spas, a 23,000-square-foot spa and nine
award-winning public and private golf courses at the resort and
nearby PGA WEST.
According to Gary Sims, managing director of La Quinta Resort
& Club, Blackburn will bring invaluable sales and marketing
expertise to the legendary resort, which has drawn moguls and
movie stars to the desert for decades. “Rick is a very talented sales
and marketing executive and we are proud to have him on our
team,” he said. “His sales and hospitality industry expertise will be
essential to our efforts, as we continue to position La Quinta Resort
& Club and PGA WEST as one of California’s premiere destination
properties.”
With more than 25 years of hospitality industry experience,
Blackburn worked with the Marriott Global Sales team for five
years, providing strategic leadership for a team of well-seasoned
sales professionals. Prior to that, he was the director of sales and
marketing for The Ritz-Carlton, Lake Las Vegas, where he helped
significantly increase property revenues, achieving record-setting
room sales for the five diamond resort. He was also area director of
sales and marketing for three distinctively different Marriott prop-
erties in Virginia, North Carolina and South Carolina. He began his
hospitality career at Marriott International in Atlanta, GA, holding
a series of increasingly responsible leadership positions in food and
beverage and sales and marketing.
Additionally, Blackburn has served as a guest speaker for
numerous organizations, including the College of Hotel
Administration at the University of continued on page 27
finally reached his own lines, he
discovered it was actually a
Confederate soldier, but the soldier
was dead.
The Captain lit a lantern and suddenly caught his breath and went
numb with shock.  In the dim light, he saw the face of the soldier.  It
was his own son.  The boy had been studying music in the South
when the war broke out.  Without telling his father, the boy enlisted
in the Confederate Army.
The following morning, heartbroken, the father asked permission
of his superiors to give his son a full military burial, despite his
enemy status.  His request was only partially granted.  The Captain
had asked if he could have a group of Army band members play a
funeral dirge for his son at the funeral. The request was turned down
since the soldier was a Confederate.
But, out of respect for the father, they did say they could give him
only one musician.
The Captain chose a bugler.  He asked the bugler to play a series
of musical notes he had found on a piece of paper in the pocket of the
dead youth’s uniform.
This wish was granted.  The haunting melody, we now know as
“Taps” used at military funerals was born.  
The words are:
Day in done.
Gone the sun.
From the lakes.
From the hills.
TAPS...
continued from pg. 1
continued on page 22
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STOCK CHART
Duff & Phelps, LLC
One of the nation’s leading investment banking and financial
advisory organizations. All stock data on this page is provided by
Duff & Phelps, LLC from sources deemed reliable. No recom-
mendation is intended or implied. (310) 689-0070.
Five Most Active Stocks
Advances 7
Declines 3
Unchanged 1
New Highs 4
New Lows 1
Monthly Summary
2/21/12
American States Water Company (H)
Channell Commercial Corp. 
CVB Financial Corp. (H)
EMRISE Corporation 
Monster Beverage Corporation (H)
Hot Topic Inc. 
Kaiser Federal Financial Group, Inc. (L)
Outdoor Channel Holdings, Inc. 
Physicians Formula Holdings Inc. 
Provident Financial Holdings Inc. (H)
Watson Pharmaceuticals, Inc. 
Watson Pharmaceuticals, Inc. 24,624,400
Monster Beverage Corporation 18,284,050
CVB Financial Corp. 6,082,660
Hot Topic Inc. 4,098,030
American States Water Company 1,576,530
D&P/IEBJ Total Volume Month 55,629,740 
Ticker 2/21/12 1/31/12 %Chg. 52 Week 52 Week Current P/E Exchange
Close Price Open Price Month High Low Ratio
AWR
CHNL
CVBF
EMRI
MNST
HOTT
KFFG
OUTD
FACE
PROV
WPI
37.05 36.17 2.4 37.91 30.53 16.0 NYSE
0.25 0.25 0.0 0.45 0.02 NM OTCPK
11.30 10.53 7.3 11.46 7.28 14.7 NASDAQGS
0.56 0.69 -18.8 1.01 0.20 NM OTCBB
53.65 52.26 2.7 55.59 26.64 37.0 NASDAQGS
8.20 7.32 12.0 8.74 5.05 NM NASDAQGS
13.23 13.26 -0.2 14.70 9.58 13.6 NASDAQGS
7.03 7.05 -0.3 8.29 5.18 91.3 NASDAQGS
3.10 3.00 3.3 6.79 2.54 NM NASDAQGS
10.00 9.49 5.4 10.00 6.90 13.3 NASDAQGS
58.88 58.63 0.4 73.35 53.46 28.6 NYSE
Company Current Beg. of Point %Change
Close Month Change
Hot Topic Inc.  8.20 7.32 0.88 12.0%
CVB Financial Corp. (H) 11.30 10.53 0.77 7.3%
Provident Financial Holdings Inc. (H) 10.00 9.49 0.51 5.4%
Physicians Formula Holdings Inc.  3.10 3.00 0.10 3.3%
Monster Beverage Corporation (H) 53.65 52.26 1.40 2.7%
Company Current Beg. of Point %Change
Close Month Change
Outdoor Channel Holdings, Inc.  7.03 7.05 -0.02 -0.3%
Kaiser Federal Financial Grp., Inc. (L) 13.23 13.26 -0.03 -0.2%
Watson Pharmaceuticals, Inc.  58.88 58.63 0.25 0.4%
American States Water Company (H) 37.05 36.17 0.88 2.4%
Monster Beverage Corporation (H) 53.65 52.26 1.40 2.7%
THE GAINERS
Top five, by percentage
THE LOSERS
Top five, by percentage
March 2012
Precision Hermetic Technology, located in Redlands, manufac-
tures high reliability electrical connectors for the military and aero-
space industries. The intricately machined parts range in size from
the head of a match stick to a couple of inches in diameter. Recently
the company has become aware of the benefits of utilizing the
Business Services Team from San Bernardino County’s Workforce
Development Department. 
When President Daniel Schachtel needed to hire new employees,
he reached out to the Business Services Team to advertise his new job
openings. Once he
identified a few good
candidates, he was able
to take advantage of the
on-the-job training
funds the department
has available through
the Workforce
Investment Act. These
funds allowed Mr.
Schachtel to receive a
50 percent reimbursement of the new employees’ wages for three
months while the new employees were trained in these manufactur-
ing positions. Mr. Schachtel said, “The county has been a great
resource for us, not only by helping reduce the financial impact of
training new employees, but also helping us identify a pool of quali-
fied individuals to choose from. The best way for the county to
reduce unemployment is by assisting in the creation of manufactur-
ing jobs, and they are very focused continued on page 39
Notes: (H) - Stock hit fifty two week high during the month, (L) -
Stock hit fifty two week low during the month, NM - Not
Meaningful
San Bernardino County Helping
Local Businesses
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N/A = Not Applicable WND - Would not Disclose  na = not available. The information in the above list was obtained from the companies listed. To the best of our knowledge the information supplied is accurate as of press time. While
every effort is made to ensure the accuracy and thoroughness of the list, omissions and typographical errors sometimes occur. Please send corrections or additions on company letterhead to: The Inland Empire Business Journal, P.O.
Box 1979, Rancho Cucamonga, CA 91729-1979. Copyright 2012 by IEBJ.
MBA/Executive Programs in the Inland Empire
Listed Alphabetically
Name Programs Offered Faculty to Student Ratio Type of Institution Tuition & Fees: On Campus Rm. & Board. Av. Grad. Starting Salary: Top Local Executive
Address MBA/Enrl. # Full Time Faculty Year Founded MBA Prog.: CA Res./Non-CA Res. # Yrs. Wk. Exp.  Req. for MBA Program Title
City/State/Zip Executive/Enrl. # Part Time Faculty Exec.  Prog.: CA Res./Non-CA Res. Admittance Executive Program Phone/Fax
E-Mail Address/Website
California Baptist University Yes/55 1:10 University $525 Per Unit na $97,000 Andrew Herrity
1. 8432 Magnolia Ave. Yes/18 10 1950 Dean
Riverside, CA 92504 7 (951) 343-4574/343-4533 
www.calbaptist.edu
Cal Poly, Pomona Yes/280 1:15 Public $900 Per Qtr/$2,100 Per Qtr $1,034 N/A Dr. Steven Curl
2. 3801 W. Temple Ave. Yes/15 118 1938 $325 Per Unit/$325 Per Unit 2 Years Associate Dean
Pomona, CA 91768 (Pro. MBA Program) 65 Managerial/Supervisory (909) 869-7659/869-4559
www.csupomona.edu
Cal. State Univ., San Bern. Yes/337 18:1 Public $4,800 (Per Qtr.)/$13,500 (Per Qtr.) $9,600 Per Year N/A Lawrence Rose
3. 5500 University Parkway Yes/56 27 1966 $28,500/$28,000   5+ yrs supervisory for N/A Dean
San Bernardino, CA 92407 5 (for entire two year program) Exec. (909) 537-5188/537-7582
lrose@csusb.edu
Cal. State Univ., San Marcos Yes/52 1:26 Public $17,432 Per Term/$39,128 Per Term Yes N/A Dr. Regina Eisenbach
4. 333 S. Twin Oaks Valley Rd. No N/A 1989 (+Books, Parking, Catered Lunches) 3 N/A Associate Dean
San Marios, Ca 92096 N/A N/A (760) 750-4000/750-4263
mba@csusm.edu
La Sierra University Yes/65 1:16 University $620/Unit $5,025 Per Year $75,000 Dr. Johnny Thomas
5. 4500 Riverwalk Parkway No/23 95 1922 $520/Unit N/A N/A President
Riverside, CA 92515-8247 3 (951) 785-2064/785-2700
info@lasierra.edu
The Peter F. Drucker & Yes/170 1:11 Private $87,900 Per Year/Same $8,400-$13,000 $80,000 Henry Hwhay
6. Masatoshi Ito Graduate Yes/160 14 1925 $80,784 Per Year/Same 0 $120,000 Dean
School of Management 20 Exec: 5 years (909) 621-8000/948-3197
1021 N. Dartmouth MBA: 4 years www.drucker.cgu.edu
Claremont, CA 91711
University of La Verne Yes/495 1:13 Private $575 Per Unit/Same $4,945-$5,230 N/A Abe Helou
7. 1950 Third St. 400 24 1891 None N/A Associate Dean
La Verne, CA 91750 20 (909) 593-3511/392-2704
ahelou@ulv.edu 
Cambridge College Yes/153 1:18 Private $475 Per Unit/Master N/A N/A Deborah Jackson
8. 337 N. Vineyard Ave., Ste. 100 No 7 1976 $435 Per Unit/M. Ed. N/A President
Ontario, CA 91764 162 (800) 877-4723
www.cambridgecollege.edu
University of Redlands Yes/619 1:11 Private University $697 Per Credit/Same N/A N/A Monica Perry
School of Business MA/MS 197 23 1907 MBA—$36k 0 N/A Assistant Dean
9. 1200 East Colton Ave. 108 Prof.—$26k (909) 793-2121/335-5325
Redlands, CA 92374 monica_perry@redlands.edu
U. of Calif., Riverside, A. Gary Yes/126 1:4 Public $37,500 Academic Year $11,00 per year N/A Dr. Yunzeng Wang
Anderson Grad. Sch. of Mngmt. Yes 30 1954 N/A 7-10 Years N/A Dean
10. 900 University Ave. 21 (951) 827-6329/827-3970
Riverside, CA 92521 ywang@ucr.edu
have served the United States by
assisting small and medium-sized
companies in their local communi-
ties increase their export business, thus promoting the country’s eco-
nomic growth and creating new and higher-paying jobs for their com-
munities. 
CIEDEC accomplishes its mission through counseling local busi-
nesses, identifying export financing sources, sponsoring programs to
create greater export awareness in the local community, identifying
issues that impact export trade, supporting the programs and services
of Inland Empire U.S. Export Assistance Centers (Ontario, Indio and
San Bernardino), encouraging international education, and building
local export assistance partnerships.
With locations in Ontario, California, and in Indio, California, the
U.S. Department of Commerce, the Inland Empire and Coachella
U.S. Export Assistance Centers support businesses from Pomona to
Palm Springs and Temecula to Barstow.
The Inland Empire region of Southern California is defined as
San Bernardino and Riverside counties, and a portion of eastern Los
Angeles County. The two county area forms the largest Metropolitan
Statistical Area (MSA) in the nation, and ranks as the 14th most pop-
ulous MSA in the United States with approximately 28,000 square
miles. If the Inland Empire were a state, it would rank 30th largest in
terms of population (3 million) and 32nd largest in terms of total
income ($52 billion). Located in Ontario, California, the U.S.
Department of Commerce, Inland Empire Export Assistance Center
supports businesses from Pomona to Palm Springs and Temecula to
Barstow. The region also supports over 3,000 manufacturers in indus-
tries such as the manufacturing of automotive and related equipment,
housing, recreational vehicles, medical devices, and waste water
treatment.
The Inland Empire is one of the fastest growing regions in the
Western United States. Inc. Magazine’s (March, 2004) Annual rank-
ing of the top spots in the country to conduct business put the region
second, behind only Atlanta. The region expects to increase in the
next 20 years by approximately 1.5 million people, more than the
growth forecast for all but five states. Some of the leading exports
produced by this region are industrial chemicals, consumer goods,
medical equipment/services, computer software services, agriculture
equipment/services, automotive parts/services, computer and periph-
erals equipment/services, and architectural/engineering services. 
What is the...
continued from pg. 1
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MANAGEMENT
Acting Ethically is the Only Option
By Kyle Scott, Ph.D.
When the choice is to feed
your family or break the rules,
your decision isn’t tough. Who
could blame Jean Valjean in Les
Miserables for his choice to
feed his family? We even
applaud Robin Hood for steal-
ing. But when you are the boss
and you have to decide whether
to fire employees or fudge num-
bers so you can keep them on
board, the decision might be
more difficult. Being ethical has
a higher cost in hard times than
in good times, which makes
being ethical difficult in our
current economic climate. But,
even good times can encourage
bad behavior as one might get a
sense of invincibility when the
money is rolling in.
Philosophers and theolo-
gians make abstract appeals to a
higher good that lose their force
when confronted with real
world choices. Those things that
are immediate and tangible
have a greater impact on our
decisions than those that are
obscure or distant. In addition to
all the reasons academics,
philosophers and ethicists give
for being ethical, there are per-
suasive reasons for you being
ethical, particularly when times
are tough. And when times are
good, you may find that acting
ethically may even help prevent
a turn for the worse.
Acting Ethically Will
Make You Money
There is no doubt that one
can make a quick buck by being
dishonest. However, when one
takes a long-range outlook, this
policy has a detrimental impact
on the bottom line. Companies
thrive off new ideas and innova-
tion. If company policy states
an employee must report an
idea to a superior before pitch-
ing it to the entire company,
there is a risk that the immedi-
ate superior may co-opt that
idea as their own. This creates
an atmosphere of distrust in
which the best ideas are not
being circulated for fear they
might be stolen. Or, worse, the
company may lose their young
rising stars to the competition
and be left only with the burn
outs whose best ideas are
behind them.
Managers must create a safe
environment for those who gen-
erate ideas to be recognized for
them; encouraging them to
work harder and to pursue their
best ideas. Operating in this
fashion will allow your compa-
ny to stay on the cutting edge
and not get run over by the com-
petition.
Acting Ethically Will Save
You Money
Think of all the money your
company has spent on account-
ing, HR and the legal depart-
ment because, at some point in
the company’s history, some
people thought it would be a
good idea to act badly.
Compliance related expenses
cut into your bottom line and
steal resources from more lucra-
tive ventures.
If you are in a position of
authority, it is your job to exhib-
it the type of behavior you
desire from your employees.
Reconsider partaking in bad
behavior – the short term gains
will lead to long term losses.
Acting Ethically Will Save
You Time
When you act unethically,
not only are you wasting
money, you are wasting time.
You might even be reading this
article in the middle of some
compliance meeting if you
haven’t already fallen asleep by
the third power point slide. Loss
of time leads to a loss of pro-
ductivity, leading to a loss of
money; hence, time itself is a
valuable commodity.
When people spend their
time on endeavors that are pro-
ductive and rewarding, they will
enjoy their job and be better at
it. If a workplace can effective-
ly create an environment that
encourages ethical behavior –
through incentives and rewards
that focus on process rather than
output, by hiring the right peo-
ple, and by placing people who
act ethically into positions of
power – it will have employees
that want to be there.
Acting Ethically Will
Allow You to Relax
When we do something
wrong, we feel guilty about it.
Psychologists have shown that
even when we can rationalize
bad behavior, guilt affects us
physically and emotionally.
When we feel guilty, we are
tense, nervous, distrust others,
lose sleep and our appetite. We
enjoy life much less when we
act badly, even if acting badly
gives us those things we first
thought would make us happy.
Likewise, if a workplace
permits bad behavior, those in
the office will feel a lack of trust
among one another and are
continued on page 39
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LEADERSHIP IN BUSINESS
Creating a Dynasty: Three Leadership Styles You Need at the Top (and the
Followers Needed to Support That System)
By Dr. Jack Stark, author of The Championship Formula
Winning businesses follow
the championship formula:
People + Personality + Process
+ Purpose = Dynasty. People,
naturally, are the first element
needed to be in place in order to
build a business with sustain-
able success. It is the people at
the top—plus their personality
traits along with processes and
their purpose in life—who pro-
vide a more complete answer to
identifying companies and
teams that are successful over
time and reaching dynasty sta-
tus. The championship formula
model identifies three core
leadership staff and a group of
followers: a Thinker—or idea
person, a Promoter—a mar-
keter and communicator, a
Coordinator—a day-to-day
manager, and a Corps of
Action-oriented Staff—support
staff.
Thinker. 
This is the brains behind a
team who comes up with cut-
ting edge innovation that pro-
pels and maintains the group’s
success—Steve Jobs with
Apple or Tex Winter and the
Triangle Offense with the Bulls
and Lakers. They are brilliant
people who can conceptualize
and apply their vision with
incredibly successful out-
comes. In the corporate world,
professional sports, and colle-
giate sports, the thinker is typi-
cally embedded in the roles of
board chairman, star player,
and chancellor or president
respectfully.
Promoter. T
This is the person who pro-
motes, sells, or markets the
team or company and the per-
son the public most readily
associates with it: Jack Welch,
GE; Warren Buffett, Berkshire
Hathaway; Payton Manning
with the Colts or Jeff Gordon
and Dale Earnhardt Jr. with
NASCAR. In the corporate
world, professional sports, and
collegiate sports, the coordina-
tor is typically represented by
the CEO, general manager or
owner, and athletic director
respectfully.
Coordinator. 
This is the day-to-day coor-
dinator who is responsible for
running an organization. This is
often the COO or the general
manager of a team such as the
brilliant GM of the Colts, Bill
Polian. Most often, the qualities
of a coordinator are embedded
in the role of a COO in the cor-
porate setting, and head coach
in professional and college
sports.
Action-Oriented Staff. 
These are the key chief
executive officers, board mem-
bers, division heads, assistant
coaches, or administrative
staffers who carry out daily
functions that ensure the ongo-
ing success of the organization.
Of the three types of leader,
there is always an Influencer,
This is a person who has a
major impact on the life of the
key leader of a team—the per-
son most identified as a pri-
mary leader. The Influencer
impacts the culture, thinking,
and behavior of the Leader
whether he or she is in the role
of Thinker, Promoter, or
Coordinator. Influencers are
mentors who may be a parent,
coach, teacher, boss—anyone
who helped shape the head
coach or CEO.
It is important to note that
these roles are not always
locked in for all time. As bril-
liant thinkers build a large tal-
ent base at the top, they can
switch to promoting the organi-
zation – and become the face
that people identify with as rep-
resenting the organization. For
example, Warren Buffett had
been able to move into the
Promoter role, with Charlie
Monger and previously David
Sokol helping with the Thinker
duties. That said, there needs to
be great flexibility in this shift-
ing, with contributions clearly
spelled out for long-term suc-
cess.
My findings would indicate
you need these three leadership
styles at the top in an organiza-
tion. Perhaps this is why so
many leaders now fail or last at
the top for only three to five
years. They don’t surround
themselves with the other
styles. We are in a period where
we have an abundance of
charismatic leaders who lack
deeper substance and bounce
from one rousing speech to the
next. They are a mile wide and
an inch deep. It can catch up to
you during your first crisis. By
studying the people who men-
tored and shaped a leader, you
learn a great deal about the
essence of a championship
leader.
Dr. Stark’s latest book,
“The Championship Formula,”
which documents his winning
formula at work, is available
for purchase at
www.championshipFormula.co
m and Amazon.
Web Security Start-up Receives
$1.1 Million
A technology start-up created by a graduate of the
University of California, Riverside Bourns College of
Engineering that focuses on helping web site owners prevent,
detect and recover from hacker attacks has raised $1.1 million
to expand operations.
The money will allow StopTheHacker, which was co-
founded by Anirban Banerjee shortly after receiving his Ph.D.
from UC Riverside, to move solely from research and devel-
opment into selling and marketing its product while continu-
ing to develop new features.
“The timing is perfect,” Banerjee said. “The demand for
web site security services is exploding and we are perfectly
aligned to take advantage of that.”
The numbers back that up. In 2009, the company had two
partners. Today, it has seven, including several large web site
hosting businesses such as Parallels and Host Europe Group,
which hosts about 1 million web sites. It is also in talks with
about 20 more, including five that host more than 1 million
web sites.
Demand for the services offered by StopTheHacker is
driven in large part by Google removing sites that contain
malicious code implanted by hackers from its search results.
An analysis by StopTheHacker found 6,000 sites are
removed, or blacklisted, each day by Google.
Being victimized can have a large impact on revenue and
reputation. For example, in January, online retailer Zappos
asked its 24 million customers to reset their passwords after
being victimized by a cyberat- continued on page 22
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rant. 
Two Bunch Palms’ rich history
dates back to the 1920s. Al Capone,
the gangland bootlegger allegedly built and used the sprawling com-
plex as his West Coast hideout. Capone’s personal bungalow is
believed to feature not only bullet holes, but also underground escape
tunnels and a sentry tower for armed bodyguards. 
Andrew Kirsh of Beverly Hills-based Raines Feldman acted as
lead counsel for the buyer in the transaction. 
TWO PALM SPRINGS RETAIL CENTERS GET $11.5
MILLION IN NEW FIRST TD FINANCING
Palm Springs-based Wessman Development has obtained $11.5
million in first mortgage debt cross-collateralized by two Class A
retail centers in Palm Springs. The transaction was arranged by Ethan
Schelin of Lucent Capital. 
The two retail centers are the 42.4k-square-foot Plaza Mercado
and the 34k-square-foot Plaza las Flores, both located on Palm
Springs’ famed S. Palm Canyon Drive. The new loan carries a fixed
rate of 5.35 percent for the entire 10-year term. 
Built in 1999, Plaza Mercado is located at 155 S. Palm Canyon
Drive. The center, which has won numerous awards including the
Gold Nugget Grand Award in 2001, is 94 percent occupied. Built in
1987, Plaza Las Flores is located at the corner of Tahquitz Canyon
and S. Palm Canyon and is 97 percent occupied. Both centers feature
a tenant mix of boutique retail and restaurant space. 
Balance sheet lenders typically won’t do a cash-out refinance at a
fixed rate for 10 years, especially on unanchored retail, said Schelin.
However, in this case the lender was willing to give credit to a new
restaurant at one of the properties that will open in the coming
months and is expected to drive considerable traffic to the center. 
RIVERSIDE PLAZA UP FOR SALE
Riverside Plaza, which has been one of the city’s leading com-
mercial centers since its renovation almost 10 years ago, has been put
up for sale.
The owner, Lake Forest, Ill.-based The Westminster Funds, has
confirmed that they have selected a Los Angeles-based real estate
broker to market the open-air shopping center. No price has been set,
according to a statement from the broker, Holliday Fenoglio Fowler
LP.
Westminster Funds has owned the property for about 20 years.
The plaza is anchored by Vons and Trader Joe’s supermarkets and
a CVS drug store. It also features a Regal Cinema complex, almost a
dozen restaurants and a large selection of small- and medium-sized
retailers that make it a destination for casual shoppers.
However, a major tenant was the Borders bookstore, which has
been empty since the company’s bankruptcy in 2011. Adjacent to
Borders is Forever 21, and the clothing store’s lease is up later this
year.
Charles King, principal for The Westminster Funds, confirmed
that the property is on the market. He said he anticipates strong inter-
est but declined to comment further.
Ryan Gallagher, senior managing director for Holliday Fenoglio
Fowler, agrees that Riverside Plaza will attract potential buyers.
“I think it’s going to be really well received,” Gallagher said in an
interview. “It has great in-place income, and good opportunity for a
substantial upside.”
Riverside Plaza was originally built in 1955, making it the city’s
oldest shopping center. It was enclosed in 1984, but an ambitious ren-
ovation that was completed in 2004 turned it into what retailers call
a “lifestyle center,” an open-air complex that encourages long, casu-
al visits and nightlife.
Real Estate...
continued from pg. 3
continued on page 16
Lehmann passes gavel at  Redlands
ChamberAnnual Installation Dinner
Past President Peter Lehmann, Krikorian Premier Theatres,
turned over the reigns of the Chamber to Paul Barich, Barich and
Associates, at the Annual Installation Dinner and Civics Award
Ceremony. Fire Fighter William Dye III was presented with the
Fire Fighter of the Year Award and Sergeant Mark Hardy was
awarded the Police Officer of the Year Award. Man of the Year
went to Gene Hinkle and Woman of the Year was presented to
Shelli Stockton.
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INLAND EMPIRE People and Events
Gilda’s Club Desert Cities has received $67,500 in three grants from charitable foundations.
The grants will support programs that Gilda’s Club provides free of charge to those affected by cancer. The funds
also make it possible to expand core services by adding new support groups and activities for adults, teenagers and
children, Kennedy said.
California Wellness Foundation: a $50,000 grant to provide patient support services.
The Champions Volunteer Foundation: $7,500 to aid families of patients battling cancer, specifically, to support
the “Noogieland” program.
Weingart Foundation: a $10,000 grant for general operating support to assist in sustaining key programs.
Gilda’s Club Desert Cities, which is an affiliate of the Cancer Support Community, is located at 67-625 E. Palm
Canyon Drive, Suite 7A, Cathedral City. For more information about Gilda’s Club Desert Cities call (760) 770-5678
or visit www.gildasclubdesertcities.org
College of the Desert—A $15 million Indio campus—an
approximate 40,000-square-foot building is scheduled to start
construction this month and is projected to wrap up in November
2013.
For more information about the College of the Desert, con-
tact the city of Indio at (760) 391-4000 or visit www.indio.org
Coachella ready to build a $6.3 million park—Construction on a more than $6 million park in Coachella is set to begin later
this month and be ready for play in November 2012. The park is planned for 19 acres near Van Buren Street and Avenue 48.
The Las Flores Park will consist of three soccer fields, a bathroom/concession building, basketball court, amphitheater, picnic
area, walking trails, workout stations and playground equipment.
For more information about the Las Flores Park project call (760) 398-3502 or visit www.coachella.org
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THE BUSINESS OF GOING GLOBAL
Business Beyond Borders - Global Skills for Today’s Boards to Secure
Tomorrow’s Success
By Mona Pearl
As the world becomes more
dependent on technology, and as
trade borders become seamless,
how can boards acquire the tools
and skills necessary to be effec-
tive and relevant in the global
market? In a time of great
change, shouldn’t the board-
room transform its internal com-
position and address the changes
that are occurring globally? 
One of the board’s responsi-
bilities is to assess, validate and
oversee the company’s strategy.
It has the fiduciary duty to pro-
vide the oversight, governance
and platform for the company to
build a successful global pres-
ence that will stand the test of
change and still be on target, on
budget and on time. Without the
expertise in international busi-
ness, how can boards today
anticipate change in global deci-
sion making and execution?
How can boards make decisions
and assess global trends without
the appropriate experience on
how to respond to differences
between internal corporate cul-
ture and the target culture?
How will you keep your
eye on the ball if you don’t
know the rules of the game?
Going global is similar to
embarking on a new adventure,
a bold mission, and you are the
commander. Consider the
Titanic’s tragic encounter with
an iceberg on the Northern
Atlantic waters in 1912. On a
clear night, in a calm sea, under
the command of a seasoned cap-
tain, disaster struck. Even after
warnings of iceberg sightings,
disaster struck! However, dam-
age to the ship wasn’t caused by
the iceberg’s tip, which rose vis-
ibly above the water’s surface.
Rather, the fatal damage was
caused by the massive section of
iceberg, hidden from view,
beneath the surface of the water.
This great tragedy serves as
a vivid illustration of the dan-
gers that lurk beneath the sur-
face for businesses embarking
on global expansion. While
every business prepares elabo-
rately for perceptible issues, few
businesses take the initiative to
develop an awareness and sensi-
tivity to all that lies below, hid-
den from view, and waiting to
cause chaos. It’s the same today
as it was in 1912. People don’t
know what they don’t know.
Worse yet, no one can plan for
something that has never been
anticipated.
With a less than 50% suc-
cess rate of middle market U.S.
companies going global, boards
need to know how to successful-
ly plan and assess opportunities
for the company to thrive in a
complex and constant changing
global economy. If you don’t
have the right experience on
board to cover all bases, how
can you take the responsibility
to make a decision that will
shape the company’s future? 
The Motive
By 2020, 95 percent of the
world’s customers will be out-
side of the U.S. To reach glob-
al markets companies, and
therefore the board, need to
adopt a multinational mindset
with the drive to not just sur-
vive, but to thrive in our ever-
flattening business world.
Going global is a necessity and
not a choice to ponder. The
board and the CEOs need to
look at the global market,
because that’s the only chance
for survival. And instead of
feeling panic and fear, they
should look at the global market
as an opportunity.
Multicultural and multina-
tional boards are the new diver-
sity. It is a necessity. No doubt
about that. For many compa-
nies a big chunk of their revenue
originates from outside the
United States, yet they have
hardly anyone on their board
that is either a non-U.S. member
or someone with global experi-
ence who can guide them
through or even bring up the rel-
evant points on global expan-
sion strategies or how to craft
successful global actionable
decision making. Then there
are the companies that are con-
templating global expansion,
but really have no one on the
board to help assess and make
the decision. How can compa-
nies overcome this barrier to
success, and make informed,
sustainable and relevant deci-
sions on global strategic
growth?
The Means
U.S. boards are mostly
homogenous from the point of
view that members are U.S.-
homed and honed. Global and
multicultural are the new board
skills for a new global world
where U.S. companies have to
compete. It is not about being
risk averse. It is about knowing
how to manage risk in global
markets, looking at the right
data and making decisions that
are well grounded. Boards need
people with a global perspec-
tive, who have the ability, expe-
rience and expertise to question
assumptions using a global
prism, and dive deeper to see
what’s underneath the iceberg.
Strategic planning is about
leadership while matching
resources match against best
opportunities. Someone needs
to bring the global reality to the
board and provide the strategic
focus in terms of clarity, cultur-
al expertise and the ‘savoire
faire.’
Whether the board is active-
ly participating or merely evalu-
ating the CEO’s plan, interna-
tional expertise is a necessity.
Would you consider having a
board without the financial or
legal expertise among the direc-
tors? Why do boards think that
they can make it up as they
extemporize an expansion strat-
egy without having anyone from
a different country or with any
global experience?
You cannot predict the
future, but you can position your
company to be successful in a
changing global business envi-
ronment. Positioning the com-
pany globally, and having the
right lens through which to
view, forecast and interpret mar-
ket developments is crucial.
The Opportunity:
Looking in All the Right
Places
The good news is that global
growth challenges can all be
overcome using the right plan-
ning and execution tools, as well
as adding global expertise in the
boardroom. This will help
dealing with global mindset
when doing business interna-
tionally, as well as managing
employees and executives from
another culture.
Whether that candidate pos-
sesses direct industry expertise
or cross-industry experience,
having this global component
on your board will add a com-
petitive advantage, and will help
manage the risk and set the com-
pany on the right track. If you
are not aware of the minefields
you are likely to encounter, how
do you then make informed
decisions without people on
board that can bring the knowl-
edge, confidence and experi-
ence? Who is the person that
understands not only the ‘hard
facts,’ but the soft skills, know-
ing how to navigate cultures?
Since it is what you don’t know
that will land you in trouble.
If companies are to flourish,
continued on page 39
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What’s Happening…What Isn’t and
What We Can Do About It
There is a saying often heard in committee hearings or over lunch
with friends while the Legislature is in session: “Watch your wallet.”
While this is VERY true, we need to watch out for a lot more than
how the Legislature is trying to take more of your money out of your
wallet; it’s really a symptom of a much deeper issue. Our govern-
ment is growing and getting bigger than it should, limiting our free-
doms, involving itself in just about every aspect of our daily lives
from how we raise our children to what we should eat. It’s deeply
troubling.
In this space we often talk about jobs and the things that govern-
ment is doing to make it difficult to thrive in this economy—let’s take
some time and also discuss some of the other things that I see hap-
pening in Sacramento threatening our safety and freedom.
First, as I’m sure you are aware; the governor has already begun
the process of realignment. Essentially, transferring the responsibil-
ity for certain adult offenders from the state to the county for the pur-
pose of early release. The offenders are only eligible for realignment
if they have been convicted of “non-violent, non-serious, non-sexu-
al” offenses.
But it looks like the governor has a different definition of non-
violent, non-serious offenses than you or me. Some very serious
criminals will escape the consequences or their crimes because they
will be serving their sentences for shorter periods of time at the local
level. For example, a heavy meth amphetamine user caught with a
rocket launcher, tracer rounds, a flame thrower, a collection of
firearms, and meth amphetamine, sentenced to eight years in state
prison. Under realignment he would be housed locally on early
release.
The governor’s realignment plan allows for the early release of
‘motivated’ individuals like the one just mentioned back into our
communities because they get half-time credit for serving their sen-
tence at the local level. To me, this is concerning, because it is push-
ing the responsibility of the state along with the cost down to the
local level. I have talked with our local sheriffs, and they share my
concern with needing to keep our communities safe while we have to
implement the governor’s policy.
Last year a ‘Fire Tax’ was passed establishing a fee on rural resi-
dent of up to $150 per structure. This fee was implemented because
it was argued to be necessary in order for the state to afford to con-
tinue providing fire protection, a fee on top of the taxes that these res-
idents already pay for just those services. We need to repeal the fire
tax. I am co-authoring AB 1506 with Assemblyman Jeffries to repeal
the fire prevention tax on targeted residents. We should not have to
pay more taxes to receive fire safety services because the leaders of
our state have miss-managed our tax dollars.
We need to demand that Sacramento is held accountable to what
it takes in, how much it spends, and where our tax dollars are going.
The governor and his administration have refused to be honest and
transparent with us and a state as majestic and dynamic as California
deserves better. continued on page 39
That’s part of what will help
market the plaza, Gallagher said.
“It’s got necessity-based tenants
and entertainment tenants,” he said. “There are a lot of reasons to go
there.”
Forever 21, which moved into space in Riverside Plaza after
Gottschalks filed for bankruptcy and closed in 2009, has a lease that
expires in September. The clothing company also has a location in
Galleria at Tyler, about six miles away.
Gallagher declined to comment on Forever 21’s plans, but he said
there is interest in that site as well as the vacant Borders storefront,
and he said he does not expect either to be an issue as the plaza is
shopped around to potential buyers.
Sue Mitchell, whose office is across from Riverside Plaza, said
the center is a good place to shop and eat.
Riverside Plaza has a good location and is well-designed, said
Sandy Sigal, president of NewMark Merrill Cos., a retail property
management firm. Sigal’s company manages University Village in
Riverside and several other properties.
If there’s a weakness in marketing the plaza, it could be too much
competition in some retail sectors. But he said the strong design and
location could convince some retailers to relocate there. That would
render the Borders and Forever 21 issue moot, Sigal said.
320-UNIT MURRIETA MULTIFAMILY ASSET LISTED
FOR SALE
Eagle Glen Apartment Homes, a 320-unit residential community
in Murrieta, has been listed for sale. Built in 2002 as condominiums,
the offering consists of 12.03 acres of lavishly landscaped grounds
overlooking the Golf Club at Rancho California. 
The property includes 24 two-story buildings that encompass a
stand alone leasing office and state-of-the-art gym with wet bar and
fireplace. In addition to the separate cardio fitness center with built in
stereo system and wide screen TV, there are two resort-style swim-
ming pools with hydrotherapy spas and gas barbecue grills. The com-
plex also features detached garages with electronic openers. 
Tom Papoulias, executive vice president, and Delonne Valens,
senior vice president, at NAI
Real Estate...
continued from pg. 13
continued on page 21
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itive job market or get a handle on
what it will take to bring you on
board.
“You can choose a generic strategy and say you don’t interview
and tell, that you respect the privacy of any organization where you
interview, including this one,” says Kennedy. “Emphasize that this
company is where you hope to find a future and ask, ‘Have I found
my destination here?’”
If you won the lottery, would you still work? 
This question goes to your motivation, work ethic, and enthusi-
asm for work. “The ‘Hire me!’ answer is this,” says Kennedy. “While
you’d be thrilled to win the lottery, you’d still seek out fulfilling work
because working, meeting challenges, and scoring accomplishments
are what make most people happy, including you. Say it with a
straight face.”
A Little Extra Help: What to Say When You’re Uncertain.
If a hardball question comes at you out of left field, try not to
panic. Take a deep breath, look the interviewer in the eyes, and com-
ment that it’s a good question you’d like to mull over and come back
to. The interviewer may forget to ask again.
“But if the question does resurface and your brain goes on holi-
day, say that you don’t know the answer and that, being a careful
worker, you prefer not to guess,” recommends Kennedy. “If you’ve
otherwise done a good job of answering questions and confidently
explained why you’re a great match for the position, the interviewer
probably won’t consider your lack of specifics on a single topic to be
a deal breaker.
“As with most things, in the world of job interviews, practice
makes perfect,” says Kennedy. “Familiarize yourself with these
tough questions. Ask a friend to conduct a mock interview where you
answer only tricky questions. Once you’ve had enough practice, the
real deal will be a breeze.”
About the Author:
Joyce Lain Kennedy is a nationally syndicated careers colum-
nist. CAREERS NOW appears twice weekly in newspapers and on
websites across the United States. She is the author of seven career
books including Resumes For Dummies®, 6th Edition and Cover
Letters For Dummies®, 3rd Edition.
Don’t Fall...
continued from pg. 20
with the consequences of turning
big promises about reforming the
banking industry into overbearing
legislation like Dodd-Frank. The burden created goes far beyond the
handful of megabanks that are routinely criticized in public forums.
It hits the regional and local banks that never marketed a mortgage-
backed security, took a dime of TARP, or made a loan to Greece. 
For the banks that aren't too big to fail, there is no campaign sea-
son.  Our “constituents” turn out daily, voting with their deposits,
their loans, and their trust. Local bankers have no problem keeping
their own promises under these conditions. We're just having a hard
time keeping the ones the politicians make for us.
David Malone, president & CEO of Community Bank, brings
over 30 years of finance and business experience to Community
Bank. Community Bank is a proudly independent, full service com-
mercial bank with $2.6 billion in assets, and 16 business centers in
four counties. The bank provides Partnership Banking services
through a high quality staff of professionals. For more information,
visit the Community Bank website at www.cbank.com, or call (877)
922-2653.
Editor’s Note:  Opinions con-
Politicians...
continued from pg. 5
continued on page 39
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The Top HMO’s
Ranked By Inland Empire Enrollment
The Top PPO’s
Ranked By Inland Empire Enrollment
Company Name Membership: Profile Offices: Contracts: IE Hosp. Patient Care Fac.: Top Local Exec.
Address Inland Empire Model Type Inland Emp. Companywide Hosp. Group I.E. Title
City/State/Zip Companywide I.E. Employees Companywide Physicians I.E. Hosp. I.E. Phone/Fax
Companywide Employees Fed. Qualified? Physicians Companywide Hosp. Total E-Mail Address/Website
Kaiser Permanente Med. Centers 550,728 Managed Care 5 31 17 Gwen Kleist 
1. 9961 Sierra Ave., Fontana, CA 92335 9,100,000 6,900 337 N/A 2 Public Affairs
10800 Magnolia Ave., Riverside, CA 92505 N/A Yes 645 20 (Calif.) (909) 427-5269/427-7193
11,345 (951) 353-3601/353-3002
www.kaiserpermanente.org
PacifiCare of California 332,400 Network 1 21 50 Stephen Hemsley
2. 5701 Katella Ave. 2,400,000 50 20 229 28 CEO
Cypress, CA 90630 3,000 Yes 2,416 229 (714) 952-1121/226-3025
www.pacificare.com
Aetna U.S. Healthcare of Calif., Inc. 233,169 IPA/Group 1 32 28 Mike Giar
3. 2677 N. Main St., Ste. 500 4,963,412 159 310 4,513 32 V.P. Sales & Service
Santa Ana, CA 92705 47,000 Yes 3,298 4,513 (714) 972-3407/972-3390
www.aetna.com
Health Net 220,928 IPA/Group 1 23 44 Gene Rapisardi
4. 650 E. Hospitality Ln., Ste. 200 1,717,000 25 25 275 23 Regional Vice President
San Bernardino, CA 92408 1,000 Yes 3,300 298 (909) 890-4100/890-4163
36,000 www.hndental.com
Inland Empire Health Plan 298,515 IPA 1 29 N/A Brad Gilbert
5. 303 E. Vanderbilt Way, Ste. 100 370 1 N/A CEO
San Bernardino, CA 92408 No 1,825 N/A (909) 890-2000/890-2019
www.iehp.org
Molina Healthcare of CA 90,000 Managed Care WND WND WND Dr. Joseph Mario Molina
6. One Golden Shore Dr. 248,537 N/A CEO
Long Beach, CA 90802 9,915 (562) 435-3666/437-1335
www.molinahealthcare.com
CIGNA Healthcare of Calif. 50,000 IPA/Network 0 15 N/A na
7. 400 N. Brand Blvd., 4th Floor 700,000 0 6 265
Glendale, CA 91203 500 Yes N/A (818) 500-6262/500-6480
18,000 www.cigna.com
Universal Care 7,477 Staff/Mixed 1 18 14 Jay B. Davis
8. 1600 E. Hill St. 150,000 7 3 145 18 Executive Vice President
Signal Hill, CA 90806 910 No 1,300 145 (562) 981-4028/981-4096
5,000PCP/15,000SPC www.universalcare.com
Company Name Enrollment: Staffing I.E. Contracts: Profile: Top Local Executive
Address Inland Emp. Staffing Companywide I.E. Hospitals Parent Company Title
City/State/Zip Companywide I.E. Offices Physicians I.E. Headquarters Phone/Fax
Total Offices Physicians Companywide Year Founded I.E. E-Mail address/Website
First Health Network 405,251 0 34 Columbia/HCA Healthcare Corp. Richard M. Mastelar
1. 10260 Meanly Dr. 8.4 mill. 1,500 2,640 Nashville, TN CEO
San Diego, CA 92131 0 235,624 N/A (800) 226-5116/(858) 278-1262
62 www.firsthealth.coventryhealthcare.com
Aetna U.S. Healthcare, Inc. 53,292 159 27 Aetna Inc. Ed Tanida
2. 10370 Commerce Center Dr. 3,504,409 47,000 3,333 Hartford, CT Region Network Operations Manager
Rancho Cucamonga, CA 91730 1 262,771 1981 (800) 872-3862/972-3390
310 www.aetna.com
United Healthcare of California, Inc. 15,207 0 25 United Healthcare Corp. Steven Hemsley
3. 4500 E. Pacific Coast Hwy., Ste. 120 2,381,567 30,000 2,369 Minnetonka, MN President
Long Beach, CA 90804 0 262,000 1986 (800) 357-0978/951-6646
81 www.uhc.com
Health Smart 20% 1% 32 The Parker Group Marcus Wafkins
4. 2575 Grand Canal Blvd., Ste. 100 2.9 mill. 42 2,549 Irving, TX Manager
Stockton, CA 95207 407,978 1984 (209) 473-0811/473-0863
info@interplanhealth.com
Health Net 7,500 29 47 Foundation Health Systems Gene Rapisardi
5. 650 E. Hospitality Ln. 88,000 3,500 3,720 Woodland Hills, CA Regional Vice President
San Bernardino, CA 92408 1 43,295 N/A (909) 890-4100/890-4163
www.hndental.com
United Healthcare 1,162 0 21 PacifiCare Health Systems, Inc. Steven Hemsley
6. 5995 Plaza Dr. 16,678 na 2,155 Santa Ana, CA President
Cypress, CA 90630 1 30,263 1978 (714) 952-1121/226-3914
www.pacificare.com
PTPN WND 0 N/A N/A Michael Weinper, MPH, PT
7. 26635 West Agura Rd., Ste. 250 27 mill. 43 N/A Woodland Hills President
Calabasas, CA 91302 0 3,000 (PTs) 1985 (800) 766-PTPN/737-0260
info@ptpn.com
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MANAGEMENT
Ten Habits of Bad Management
By Dr. Andre de Waal
If you’re looking to run a
“ H i g h - P e r f o r m a n c e
Organization,” or “HPO,” it’s
imperative to be able to recog-
nize the signs of bad manage-
ment. If non-HPO managers are
not checked and dealt with, an
organization will never be able
to become an excellent one. 
Here are 10 habits to look
out for that HPO managers will
never put up with:
1. Bad managers clean up
the mess of their predeces-
sors—even when there is no
mess. 
When appointed in a new
position, the bad manager
claims that the predecessor has
made such a big mess of the
department that it will take at
least one year, if not more, to get
everything in order, and of
course the bad manager cannot
possibly work yet on achieving
the departmental targets this
year…maybe next year too.
2. Bad managers are
always busy, busy, busy. 
They are involved in many,
many projects; in fact, they’re
so busy that there isn’t enough
time to work on regular tasks!
And because these projects are
vital for the success of the
organization (or so they say),
bad managers cannot possibly
be expected to work on their
departmental targets. They will
get to that when their other proj-
ects are finished…which they
never are.
3. Bad managers know
how to play the goal’s game. 
They know that departmen-
tal goals should be loose, with
lots of slack, which means the
targets will be very easy to
achieve. Bad managers will
never get optimal results from
their departments; but that does-
n’t matter to them, bad man-
agers would rather have low
performance than run the risk of
punishment for falling short of
ambitious targets.
4. Bad managers only
manage from a distance. 
Bad managers love to use
performance indicators because
these make it possible to prac-
tice hands-off management.
This in turn makes it easy for
bad managers to avoid the day
to day department activities
altogether. And, of course, if
anything goes wrong, they can
dodge accountability: they
weren’t there, after all! 
5. Bad managers always
blame somebody else. 
Bad managers have a host of
excuses at their disposal when
they don’t achieve departmental
targets. They blame the manage-
ment reports because these do
not accurately reflect perform-
ance; their own reports show
that they did achieve the targets.
Bad managers blame the outside
world: the economy was going
down, it has rained too much, it
hasn’t rained enough, whatever
— but that is the reason every-
thing was going against the
department and therefore it was
just impossible to achieve the
targets! Next year, they say, will
be better. They blame the weak-
est colleague, it was his or her
fault the department floundered.
So the organization first needs
to hire someone new before they
can be expected to work on
achieving their targets.
6. Bad managers make
lengthy, impressive plans. 
When writing up the latest
game plan, bad managers know
that expansive, wordy, and com-
plex plans always impress top
management because it gives
the impression that they are on
top of their game and have
thought of everything. They also
know that you can bury all kinds
of assumptions and precondi-
tions in these verbose plans,
which function as safeguards
when top management starts
complaining that goals have not
been achieved (“Well, you knew
that could happen, we put it on
page 237, section 3, line 5 …”).
An additional advantage is that
employees will not read nor
understand these, so it will take
a lot of time before the depart-
ment can actually start working
on realizing the plan, if ever. 
7. Bad managers only
communicate in one way. 
Bad managers are all capa-
ble of holding an open forum for
employees to voice concerns,
questions, and suggestions. This
sounds like the mark of a good
manager, right? However, the
bad manager only feigns interest
in employee feedback, and
won’t actually act on what he or
she hears. Instead, bad managers
stick to their own plans. If peo-
ple complain, the bad manager
will use open forums against the
participants, claiming that any
incompetency is the fault of
everyone. 
8. Bad managers only
have eyes for the shareholder. 
Bad managers know who
butters their bread: the share-
holder. Therefore, bad managers
work diligently on satisfying
these shareholders, even it this
works to the detriment of the
organization’s long-term inter-
ests.
9. Bad managers are real
Machiavellians. 
They have Machiavelli’s
book The Prince from 1513 on
their night stand and turn to it
often for advice on how to prac-
tice effective “divide and con-
quer” strategies in the organiza-
tion: manipulating colleagues,
employees, and bosses. As a
result, the targeted members in
the organization become preoc-
cupied with guarding their backs
instead of focusing on growing
the department. 
10. Bad managers have an
exit strategy every three years. 
When the organization is on
the verge of holding a bad man-
ager accountable for his or her
(in) actions, the bad manager
moves on to another organiza-
tion. In fact, the bad manager
had plotted his or her exit strate-
gy for a long time, and always
has a fallback organization
where he could flee.
It goes without saying that
these 10 habits don’t exist in
HPOs! But as most organiza-
tions are not HPO yet, it is good
for you to be able to recognize
continued on page 39
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HUMAN RESOURCES
Don’t Fall for ’Em: Ten Tricky Job Interview Questions to Watch Out For
No matter who you are, in
order to land your dream job,
you’ll have to undergo a job
interview. To guarantee you get
hired, author Joyce Lain
Kennedy advises that you take
some time to prepare for these
10 tricky questions.
With an unemployment rate
of 8.5 percent, there are a lot of
job seekers out there, and they
all come from very different
walks of life. There are experi-
enced workers who’ve just been
laid off from the job they’ve had
for 25 years. There are college
grads seeking their first “real”
job. There are still-employed
workers seeking greener pas-
tures. There are white collar
workers and blue collar work-
ers. There are folks seeking pro-
fessional and managerial posi-
tions and those seeking less tra-
ditional opportunities.
But despite all these differ-
ences and despite the drastic
changes the job market has
undergone over the past few
years, the way these potential
employees will get hired hasn’t
changed much at all. It still
starts with the dreaded job inter-
view, says Joyce Lain Kennedy.
“Job interviews are still
those crucial meetings that seal
the deal on who gets hired and
who gets left on the outside
looking in,” says Kennedy,
author of the award-winning
book, “Job Interviews For
Dummies®,” 4th Edition.
(Earlier editions of, “Job
Interviews For Dummies®”
won the Benjamin Franklin
Award for Best Career Book
given by the Independent Book
Publishers Association.) “And
with any good job interview
come questions that always
seem to trip us up.”
So, you ask, what’s the best
job interview response to all
questions? 
“It’s the one that adds up to
‘Hire me!” says Kennedy. “But
recruiters report that high num-
bers of job seekers blab negative
information without realizing
they’re making a farewell
address to a job opportunity.
Hang in there! With the proper
preparation, you can begin to
give slam-dunk answers to any
interview question.”
Following are 10 prime time
tricky probes and advice on how
you should answer them to land
your dream job:
Why have you been out of
work so long? How many oth-
ers were laid off? Why you? 
This quizzing could cause
you to reveal that there’s some-
thing wrong with you that other
employers have already discov-
ered. The interviewer is fishing
to determine whether there was
a layoff of one and you were it.
Or whether your former manag-
er used the theme of recession
and budget cuts to dump groups
of second-string employees.
“Any direct answer to why
you were included in a reduction
in force is risky because anger
toward your former managers
could pop up, raising doubt
about your self-control,” says
Kennedy. “A better idea: Punt.
Shake your head and say you
don’t know the reason, because
you were an excellent employee
who gave more than a day’s
work for a day’s pay.”
If employed, how do you
manage time for interviews? 
The real question is whether
you are lying to and short-
changing your current employer
while looking for other work.
“Clearly state that you’re taking
personal time, and that’s why
you interview only for job open-
ings for which you’re a terrific
match,” advises Kennedy. “If
further interviews are suggested,
mention that your search is con-
fidential and ask if it would be
possible to meet again on a
Saturday morning.”
How did you prepare for
this interview? 
Translation: Is this job
important enough for you to
research it, or are you going
through the motions without
preparation, making it up as you
go? “The best answer?” says
Kennedy. “You very much want
this job, and of course you
researched it starting with the
company website.”
Do you know anyone who
works for us? 
The friend question is a two-
way street. “Nothing beats hav-
ing a friend deliver your résumé
to a hiring manager, but that
transaction presumes the friend
is well thought of in the compa-
ny,” notes Kennedy. “If not—
ouch! Remember the birds-of-
a-feather rule: Mention a friend
inside the company only if
you’re certain of your friend’s
positive standing.”
Where would you really
like to work? Doing what? 
The real agenda for this
question is assurance that you
aren’t applying to every job
opening in sight.
“Caveat: Never, ever men-
tion another company’s name or
another job,” says Kennedy. “A
short ‘Hire me!’ answer is a ver-
sion of: ‘This is the place where
I want to work, and this job is
what I want to do. I have what
you need, and you have what I
want. I can’t wait to get to work
here.’”
What bugs you about
coworkers or bosses? 
Develop a poor memory for
past irritations. Reflect for a few
moments, shake your head, and
say you can’t come up with any-
thing that irritates you. Continue
for a couple of sentences elabo-
rating on how you seem to get
along with virtually everyone.
“Mention that you’ve been
lucky to have good bosses who
are knowledgeable and fair, with
a sense of humor and high stan-
dards,” advises Kennedy. “Past
coworkers were able, support-
ive, and friendly. Smile your
most sincere smile. Don’t be
lured into elaborating further.”
Can you describe how you
solved a work/school prob-
lem? 
This forthright question is
tricky only in the sense that
most job seekers can’t come up
with an example on the spot that
favorably reflects on their abili-
ty to think critically and develop
solutions.
“The answer is obvious,”
says Kennedy. “Anticipate a
question about how your mind
works and have a canned answer
ready. A new graduate might
speak of time management to
budget more time for study; an
experienced worker might speak
of time management to clear an
opportunity for special task
force assignments.”
Can you describe a
work/school instance in which
you messed up? 
The question within a ques-
tion is whether you learn from
your mistakes or keep repeating
the same errors. A kindred con-
cern is whether you are too self-
important to consider any action
of yours to be a mistake.
“Speaking of mistakes,
here’s a chance to avoid making
one during your job interview,”
notes Kennedy. “Never deliver a
litany of your personal bad
points. Instead, briefly mention
a single small, well-intentioned
goof and follow up with an
important lesson learned from
the experience.”
How does this position
compare with others you’re
applying for? Are you under
consideration by other
employers now? 
The intent of these questions
is to gather intel on the compet-
continued on page 17
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Capital were awarded the list-
ing. The property is being
offered with an assumable loan. 
“This asset offers an
investor a newer stabilized prop-
erty that is meticulously main-
tained,” said Papoulias. “It pro-
vides a history of excellent
occupancy.” 
TWO INLAND EMPIRE
SINGLE-TENANT RETAIL
SALES TOTAL OVER $5.5
MILLION
We’ve got two notable
Inland Empire retail sales to
report. In one, a single-tenant
property occupied by Farrell’s
Ice Cream Parlour Restaurant in
Rancho Cucamonga recently
sold for $3.29 million. The
property is located at 10742
Foothill Boulevard, just east of
Haven Avenue. 
The sale closed at a 7.5 per-
cent cap rate which is the lowest
cap rate for a sit down restaurant
(non-fast food) in the Inland
Empire over the past two years.
The property, which totals 7.84k
square feet is situated on 1.25
acres, just recently opened its
doors after an extensive building
renovation that completed in
late 2011. 
Farrell’s is an old-fashion
themed ice cream parlor and full
restaurant. The property fronts
the 611k square foot Terra Vista
Town Center that is anchored by
Target, Ross, Old Navy,
Michael’s, Bally’s Total Fitness,
and Terra Vista 6 Cinemas.
Farrell’s has excellent street vis-
ibility along Foothill Boulevard,
a major east/west thoroughfare
also known as Route 66 with
traffic counts of more than
68,000 vehicles per day at the
intersection of Foothill
Boulevard and Haven Avenue. 
Jeff Conover and Rich
Walter of Faris Lee Investments
represented the seller, Bengard-
Foothill LLC, from Orange
County. The buyer, 4021 LLC
from San Diego, was repped by
Acadia Corporation. 
In the other transaction, a
property occupied by a Big 5
Sporting Goods store sold for
$2.24 million. The property is
located at 16963 Sierra Lakes
Parkway, north of the 210
Freeway and east of Sierra
Avenue in Fontana. 
In this deal, Faris Lee’s
Conover and Matt Mousavi rep-
resented the seller, PRP
Investors Fontana LLC, who
developed the property. The all-
cash buyer, Kalmuk Trust from
Los Angeles, was repped by
Opics Properties. The property
generated 10 offers. 
“This sale closed at a 6.47
percent cap rate which is the
lowest cap rate for a Big 5 sold
in the United States over the
past 12 months,” said Mousavi.
“It is well located within a huge
retail-rich area, providing a
great cross-over synergy with
the other nearby stores.” 
The property totals 10k
square feet and is situated on 1.3
acres of land. It is located with-
in the Shops at Sierra Lakes and
is just north of I-210 at the
southeast corner of Sierra
Avenue and Sierra Lakes
Parkway. This location offers
superb synergy with the 880k
square foot Sierra Lakes
Commercial Corridor, which
Real Estate...
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From the sky.
All is well.
Safely rest.
God is nigh.
Fading light.
Dims the sight.
And a star.
Gems the sky.
Gleaming bright.
From afar.
Drawing nigh.
Falls the night.
Thanks and praise.
For our days.
Neath the sun.
Neath the stars.
Neath the sky.
As we go.
This we know.
God is nigh.
TAPS...
continued from pg. 7
tack.
StopTheHacker, which
was based in Riverside until
moving to San Francisco last
year, is different than other
web site security applica-
tions in that it uses artificial
intelligence algorithms to
detect malware. Other
providers use signature, or
database, solutions that are
not as effective.
S t o p T h e H a c k e r. c o m ’s
advantage is that it is non-
intrusive because it is
offered on the cloud, mean-
ing users don’t have to
install software or change
anything beyond what the
web site host is doing.
StopTheHacker, which is
aiming to work with small-
and medium-sized business-
es that can’t afford staff
devoted to web site security,
offers a suite of services,
including monitoring web
sites for malware, assessing
web sites for vulnerabilities
and monitoring to see if a
web site has been blacklist-
ed.
Banerjee, who came to
the United States from India
in 2004 to pursue his Ph.D.
at UC Riverside, co-founded
the company with Michalis
Faloutsos, a computer sci-
ence and engineering profes-
sor at UC Riverside with
whom he studied under.
StopTheHacker also
employs two students who
received master’s degrees in
computer science at the uni-
versity, Adam Woss and
Conley Read. Read works
part-time as a consultant.
Faloutsos, who has stud-
ied web security for 15
years, believes it is follow-
ing the same trajectory as
desktop computer security.
Ten years ago, people didn’t
think much about desktop
security. Today, nearly every
desktop has antivirus soft-
ware.
Today, about 10 percent
of web sites are protected
against malware, software
designed to disrupt computer
operation. Faloutsos predicts
that number will reach 90
percent by 2015.
The company’s latest
round of funding comes from
several private investors, led
by Moscow, Russia-based
Web Security...
continued from pg. 12
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Travel With the Palm Springs Chamber to Cuba
Discover Cuba in June 2012 with the Palm Springs Chamber of
Commerce and Chamber Explorations. The 9 day and 8 night trip
will depart LAX on June 19, 2012. The cost is $3799.00 per person
double occupancy. Please click the image below for more informa-
tion. Registration is very limited, sign up early to secure your trip to
Cuba! Get answers to all your questions at the Cuba Orientation,
February 1st at 6 pm right here at the Chamber located at 190 W
Amado, Palm Springs.
HIGHLIGHTS:
• Old Havana (UNESCO World Heritage Site)
• Cathedral de la Havana
• Museo Fine Arts
• Pinar Del Rio
• Cienfuegos (UNESCO World Heritage Site)
• Jagua Castle
• Trinidad
(UNESCO World
Heritage Site)
• Church of
Trinidad
• Sugar Mill
Valley (UNESCO
World Heritage
Site)
• Partagas
Cigar Factory
• Playa
Giron/Bay of Pigs
Museum
• Hemingway’s
Farm - Finca La
Vigia
• Cojimar
Fishing Village
INCLUSIONS:
• Round trip
Airfare from Los
Angeles (LAX)
• Cuban Travel
Visa
• Cuban Health Insurance
• 8 Nights First Class Hotel Accommodations
• 21 Meals (8 Breakfasts, 7 Lunches, 6 Dinners)
• Sightseeing & Admissions per Itinerary
• Professional Cuban Bilingual Host / Guide
• Hotel & Airport Transfers and Baggage Handling
• Transportation by deluxe air conditioned motorcoach
CULTURAL CONNECTIONS: PEOPLE TO PEOPLE 
INTERACTIONS
• La Marketa de Havana
• Las Terrazas Cooperative Village
• Salsa Dancing Lessons
• Traditional Pottery Studio Visit
and Demonstration
• Bay of Pigs Museum
• Santeria Religious Center
• Callejon de Hamel
• Cuban Literacy Museum
• Cuban School/Day care
ACCOMMODATIONS:
• 3 Nights - Havana - Melia Cohiba OR Melia Havana Libre
• 2 Nights - Trinadad - Hotel Brisas Trinidad del Mar
• 3 Nights - Havana - Melia Cohiba OR Melia Havana Libre
*Hotels and Itinerary are subject to change
FOR MORE
INFORMATION
CALL
(760) 325-1577
Chamber Explorations has been issued a specific license by The Department of the
Treasury, Office of Foreign Assets Control (OFAC), which authorizes registered
guests of our programs to visit Cuba Legally. There are no applications to com-
plete, and your travel with us is fully authorized. Prior to departure, you will
receive a copy of our Specific License and Letter of Authorization which legalizes
your travel to Cuba.
JERRY D. MEADS NEW WORLD INTERNATIONAL
WINE COMPETITION
Presents
A WINE EXTRAVAGANZA • GOLD MEDAL SHOWCASE & AUCTION
H I LT O N  O N TA R I O  A I R P O RT
7 0 0  N .  H AV E N  AV E . ,  O N TA R I O  C A 9 1 7 6 4
S u n d a y,  M a y  6 t h ,  2 0 1 2  •  4 : 0 0  P. M .  t o  7 : 0 0  P. M .
see page 3
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includes Lowe’s, Costco, Petco,
Office Max, Ralphs, Home Depot,
Dollar Tree, Sierra San Antonio
Medical Center and LA Fitness. 
CLAREMONT APART-MENT COMMUNITY FETCHES
OVER $15 MILLION
Claremont Villas, a 154-unit apartment community in Claremont,
sold for $15.3 million ($99.4k/unit) after generating multiple offers.
The property is located at 100 South Indian Hill Boulevard, north of
Arrow Highway and I-10. 
Claremont Villas is an affordable senior apartment community
for residents age 62 years or older. Located near downtown
Claremont and within walking distance to shopping and neighbor-
hood services, this well-maintained property was built in 1994 with a
favorable mix of one- and two-bedroom floor plans. 
Alex Mogharebi of the Ontario office of Hendricks & Partners
represented the seller in the deal. 
In a recent Riverside apartment sale, an LA buyer paid $4.5 mil-
lion for Canyon Shadows, a 120-unit ($37.5k/unit) complex located
at 8405-8505 Arlington Avenue, just west of Van Buren Boulevard.
Canyon Shadows is an income-restricted apartment community
that includes all studio units, each 400 square feet in size. Built in
1971, the property is located in a quiet residential neighborhood,
close to shopping, employers, and entertainment. Canyon Shadows is
just a short drive away from the 91, 15, and 60 Freeways. 
JONES LANG LASALLE AWARDED LEASING
ASSIGNMENT FOR 1.1-MILLION-SQUARE-FOOT INLAND
EMPIRE BIZ PARK
American Realty Advisors (ARA) has awarded the leasing
assignment for Safari Business Center, a 16-building, 1.14-million-
square-foot business park in Ontario, to Jones Lang LaSalle. ARA is
the property’s asset manager. 
Jones Lang LaSalle, Vice President Jeff Bellitti and Associate
Jordan Quinn will be handling the leasing assignment. At present, the
park has availabilities ranging from 5k square feet to 57.4k square
feet in size. 
Strategically located in the heart of the Inland Empire, Safari
Business Center offers close proximity to the I-10, I-15 and SR-60
Freeways as well as rail lines and airports including the Ontario
International Airport. Safari Business Center features 30’ minimum
warehouse clearance; truck-well and ground-level loading with
ample truck staging and maneuverability; loading dock doors with
automatic levelers; and .45 or .60 GPM/3,000 sprinkler system. 
INVESTOR PICKS UP
Real Estate...
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BUSINESS JOURNAL • PAGE 25March 2012
COMPUTER COLUMN
Further Adventures of 4S or My Time With Siri
By J. Allen Leinberger
In fiction, computers, and
their cousins, the robots, have
been talking to us for years.
“I’ll be back.” “By your com-
mand.” “I’m sorry, Dave. I can’t
do that.” And, of course,
“Danger Will Robinson.” The
more humanoid ones, like the
Terminator, C3 PO and Star
Trek’s DATA, tend to speak a
rather stilted English.
In the real world their con-
versations with us are prepro-
grammed and prerecorded.
“The door is ajar.” “The white
zone is for passenger pick up
only.” “You’ve got mail.” And
my personal favorite, “Your
call is very important to us.”
Now, thanks to Apple and
Wolfram Alpha, you have a
companion who can be your
best friend and confidant.
The Wolfram thing is a
computational knowledge
engine that Apple incorporat-
ed into its voice command
ability from the iPhone 4 and
added to the 4S. You can ask it
about your eyes, about
nuclear fission or about who
sang “Louie Louie.” She
knows the square root of 35.
She can convert dollars to
Euros and can figure tips. In
short, Siri is a kind of vocal
Google.
But wait there’s more. You
can teach it things. Tell Siri the
name of your boss and then tell
her, “My boss is Satan.”Then
when you say, “Call Satan,” you
will get your boss on the line.
She will read your messages,
send texts, tell you the weather,
or give you an updated stock
report, from New York or Japan.
Siri can let someone know
you’re on the way, or that you’ll
be late.
There are any number of
questions you can ask Siri to
impress your friends, or simply
entertain yourself. Is Apple bet-
ter than Microsoft? Tell me a
joke. Will you marry me? (For
more on this go to
http//bit.ly/QuestionstoAskSiri.
That’s case sensitive.)
Just remember that much of
what Siri tells you comes out of
an Apple server somewhere.
And many times Siri gets con-
fused. Either she can’t find the
answer to your question, or she
just did not understand it.
Then too, I learned that you
need to get used to working
with her. Once I got my
Bluetooth synced with the
phone, I found out that I would
have to wait for the Bluetooth
beep and then the Siri beep
before I could ask a question.
And if I am asking Siri to call
someone for me, she may come
up with any number of num-
bers, office, home, mobile and
even fax. Then I have to tell her
which one I want. Still, in a
hands free state I can eventually
get what I want without violat-
ing any laws.
Your relationship with Siri
is an evolving thing. You get
used to her and she gets used to
you. (Yes. It’s just like being
married.)
But let me tell you a few
more things about the iPhone
4S, while I have your attention.
Just like turning off the lights
when you leave the room, there
are a few things that you should
be aware of when operating this
device. If you want to save
some money, keep your old
iPod for music. Less music
allows for more hard drive
space from a smaller phone.
Movies and TV shows take up a
lot of storage space. It’s best to
keep shows on your larger com-
puter hard drive and add or
delete them from your smart-
phone as desired.
Remember that texting
takes up space, time and money.
Use it wisely. Apps can be cost-
ly also. Many are free. Use
those instead of the ones that
will cost you. If you do pay for
an app, know if it is a one-time
cost or a subscription. (Most of
the magazine and periodical
apps charge monthly.)
Also, figure out how you
intend to use it. If you carry it in
a purse, a pocket, or briefcase,
you may only need a simple
cover, like the 12S, which I
spoke of last month. If you are
going to carry it on your belt,
get a good heavy-duty case with
a strong clip. Many covers
cover over some of the buttons
and functions. One that I like
blocks the camera lens.
Like cell phones and
smartphones before it, the
cost of calls can be expensive.
iPhone 4S and others like it
may give you a giddy sense of
freedom from phone cords
and desktop or laptop com-
puters, but the airtime, or
bandwidth cost money. It’s a
lot like that episode of the
“Simpsons” where Lisa got an
iPod and ran up a $1,200 bill
for downloading her favorite
songs.
One phone company is
offering 4GBs of monthly
usage for the cost of two. But
that’s only for a couple of
months and when the time is
past, the rate goes up without
any warning. 
Like the Marines say,
“Freedom isn’t free.” It’s true
in politics and in 21st century
computing.
Oh, and one more thing.
Ask Siri what the meaning of
life is. It’s the ultimate comput-
er question.
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HEALTH NEWS
HEALTH COVERAGE FOR PRE-EXISTING CONDITIONS
Health and Human Services
Secretary Kathleen Sebelius
announced that the new health
care law’s Pre-Existing
Condition Insurance Plan
(PCIP) program is providing
insurance to nearly 50,000 peo-
ple with high-risk pre-existing
conditions nationwide. The
department released a new
report demonstrating how PCIP
is helping to fill a void in the
insurance market for consumers
with pre-existing conditions
who are denied insurance cover-
age and are ineligible for
Medicare or Medicaid coverage.
Under the Affordable Care
Act, in 2014, insurers will be
prohibited from denying cover-
age to any American with a pre-
existing condition. Until then,
the PCIP program will continue
to provide enrollees with afford-
able insurance coverage.
In many cases, PCIP partici-
pants have been diagnosed with
and need treatment for serious
health care conditions such as
cancer, ischemic heart disease,
degenerative bone diseases and
hemophilia. As a result of the
new law, PCIP enrollees are
receiving health services for
their conditions on the first day
their insurance coverage begins.
Their critical need for treatment,
combined with their lack of
prior health coverage has led to
higher overall per-member
claims costs in state-based
PCIPs of approximately
$29,000 per year, which is more
than double the per member cost
that traditional State High Risk
Pools have experienced in
recent years.
PCIP enrollment is antici-
pated to trend upwards of
50,000 enrollees within the
coming month.
People who enroll in the
PCIP program are not charged a
higher premium because of their
medical condition. Program
participants pay comparable
premium rates to healthy people
in the individual insurance mar-
ket. By law, premiums may
vary only on the basis of age,
geographic area and tobacco
use.
The Affordable Care Act
directed the Secretary of HHS to
carry out PCIP either directly or
through a contract with a state or
nonprofit entity. In 27 states, a
state or nonprofit entity elected
to administer PCIP, while HHS
operates the program in the
remaining 23 states and the
District of Columbia.
The new report can be found
at: www.cciio.cms.gov/-
resources/files/Files2/02242012
/pcip-annual-report.pdf
For more information,
including eligibility, plan bene-
continued on page 38
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N/A = Not Applicable WND - Would not Disclose  na = not available. The information in the above list was obtained from the companies listed. To the best of our knowledge the information supplied is accurate as of press time. While
every effort is made to ensure the accuracy and thoroughness of the list, omissions and typographical errors sometimes occur. Please send corrections or additions on company letterhead to: The Inland Empire Business Journal, P.O.
Box 1979, Rancho Cucamonga, CA 91729-1979. Copyright 2012 by IEBJ.
Residential Real Estate Brokers
Ranked by Number of Offices in Inland Empire
Company # Offices # Agents Sales Volume Year Founded Speciality Top Local Executive
Address Inland Empire Inland Empire 2011 Inland Empire Title
City, State, Zip Companywide Closed Escrow Headquarters Phone/Fax
(Gross $  Amount) E-Mail Address
Windermere 13 150 $1,379,941,652 1998 Residential & Commercial Sales, Charlie White
1. 74850 Hwy. 111 15 Palm Desert Transaction Compliance, Leasing, Broker
Indian Wells, CA 92210 Concierge Service (760) 773-3958
cwhite@windermere.com
Shear Realty 7 112 $254,552,666 1980 Residential Caroll Yule
2. 18564 Hwy. 18, Ste. 205 7 Apple Valley President
Apple Valley, CA 92307 (760) 242-7221/242-7226
cyule@shearrealty.com
Coldwell Banker Kivett-Teeters Associates 4 151 $225,992,067 1982 Residential Real Garey D. Teeters
3. 32829 Yucaipa Blvd. 4 Yucaipa Estate Sales President
Yucaipa, CA 92399 (909) 797-1151/790-1912
gteeter@coldwellbanker.com
Rancon Real Estate 4 170 $836 million 1971 Residential, Land, Mike Diaz
4. 27740 Jefferson Ave., Ste. 100 4 Murrieta and Commercial President
Temecula, CA 92590 (951) 676-5736/699-0387
www.rancon.com
Century 21 Lois Lauer Realty 3 210 $434,741,960 1976 Residential Real Vaugh Bryan
5. 1998 Orange Tree Ln. 3 85 Estate Sales CEO
Redlands, CA 92373 (909) 748-7000/748-7132
lauer@loislauer.com
Prudential California Realty 3 85 $122 million 1988 Residential/Commercial Real Estate Karen Solomon
6. 6349 Riverside Ave. 3 Riverside Property Management Office Administrator
Riverside, CA 92506 (951) 787-1151/790-1912
www.prudentialcaliforniarealty.com
RE/MAX Real Estate Consultants 3 172 $460,741,117 1994 Residential Real Estate Lorenzo Lombardelli
7. 74199 El Paseo, Ste. 200 4 154 Palm Desert Owner/Broker
Palm Desert, CA 92260 (760) 346-0500/836-3227
lorenzol1@earthlink.net
Coldwell Banker Eadie Adams Realty 2 42 WND 1963 Full-Service Residential Jerry R. DuBois
8. 501 S. Indian Canyon 2 and Commercial Managing Broker
Palm Springs, CA 92264 (760) 778-5500/323-7832
cbear@coldwellbanker.com
Century 21 Fairway Realty 2 74 $344 million 1964 Real Estate Janie Phillips
9. 18484 Hwy. 18, Ste. 150 2 Apple Valley Owner/Broker
Apple Valley, CA 92307 (760) 242-2121/242-8482
www.century21fairway.com
Century 21 Prestige Properties 2 86 $131,785,221 1992 Residential and Income, Vincent Gottuso
10. 255 W. Foothill Blvd., Ste. 100 2 Upland Real Estate, Owner
Upland, CA 91786 Relocation & Property Management (909) 981-2208/920-0738
vjgottuso@aol.com
Coldwell Banker Realty Center 1 35 WND 1986 Real Estate Sheila Cannon
11. 501 W. Redlands Blvd., Ste. A 1 Redlands Broker
Redlands, CA 92373 (909) 792-4147/792-0803
scannon@coldwellbanker.com
Coldwell Banker 1 35 $129 million 1969 Full-Service Residential Ron Gerlich
12. 72605 Hwy 111 1 President
Palm Desert, CA 92260 (760) 345-2527/360-0229
rgerlich.coldwellbanker.com
Prudential California Realty 1 36 $65 million 1986 Full-Service Hank Hampton
13. 2905 Tahquitz Canyon Way 1 Palm Springs Residential Rental Owner/Broker
Palm Springs, CA 92262 Commercial (760) 323-5000/322-5083
www.prudentialcal.com
Sun Lakes Realty, Inc. 1 5 $42 million 1975 Residential - Senior Communities Lawrence McRae
14. 300 S. Highland Springs Ave., Ste. 2K 1 Banning President/Broker
Banning, CA 92220 (951) 845-7378/845-7179
www.sunlakesrealtyinc.com
ies), Hosang So (kinesiology);
Chetan Prakash (mathematics),
Larry Rose (dean, College of
Business and Public Administration), Vipin Gupta (co-director,
Global Management Center) and Frank Lin (co-director, Global
Management Center). 
More than 200 foreign delegates representing more than 100
countries participated at the International Business Summit and
Research Conference. Combined with the numerous participants
from the host nation of India, the conference is among the largest
assemblies of academicians, researchers and professionals in India. It
CSUSB...
continued from pg. 1
serves as a platform for discussions, presentations and student net-
working opportunities.
Nevada, Las Vegas and The
Hospitality College of Johnson &
Wales University. He has been a
facilitator for Marriott international sales training schools and is a
certified speaker for The Ritz-Carlton Leadership Center. In 2002,
his team won the North American Sales Team Special Achievement
Award from Marriott International, and in 2009 the Intermediary
Team won the prestigious Global
Executive...
continued from pg. 7
continued on page 38
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TEMECULA INDUSTRIAL
BUILDING AND THEN
LEASES IT
In a recent Temecula indus-
trial buy, a 102.6k square foot
facility sold for $3.8 million
($37/sf). The property is located
at 26090 Ynez Road, east of I-
15 and north of Winchester
Road. 
The buyer has leased the
building to Crossroads Church
Inc. and Reliant Food Service as
joint occupants. The 60-month
lease term is valued at $1.3 mil-
lion ($0.21//sf/mo). 
Andy Melzer and Kerry
Schimpf of Cassidy Turley BRE
Commercial represented JLNI,
LLC and KPN Industrial LLC in
both the purchase and lease
transactions. “The opportunity
to acquire a relatively new bank
REO industrial building in a
prime location at almost a 70
percent discount was exactly
what our client was looking for.
The total amount of time taken
to complete this deal from offer
to close was only 30 days and
the ability to secure two tenants
that signed a long-term lease for
the entire building during
escrow was simply a win for all
parties.” 
Charley Black of Lee &
Associates represented the sell-
er, U.S. Bank National
Association, in the sale transac-
tion. Rick Gilliam and Jon
Stevenson of High Tower
Capital Inc represented the
lessees in the lease transaction. 
COACHELLA VALLEY
RETAIL PROJECT NEAR
COMPLETION
The Shops at Palm Springs
Marketplace, a new retail pad
building under construction in
Palm Springs, is nearing com-
pletion. The 10.3k-square-foot
project, a development of
Ramsey Real Estate Group, is
located within Palm Springs
Marketplace, a Stater Bros-
anchored community shopping
center with a tenant mix of
Arco, McDonald's, Taco Bell,
AutoZone, Dollar Tree and
Dairy Queen. The shopping cen-
ter is located at the southeast
corner of East Vista Chino and
North Sunrise Way, one of the
most prominent retail intersec-
tions in the Coachella Valley. 
Ramsey acquired the prop-
erty in late 2010 and immediate-
ly undertook planning a com-
plete renovation and demising
of the property. Originally, the
building consisted of
Hollywood Video, Kaiser
Permanente and Domino's
Pizza. At the time of acquisition
the only remaining occupant
was Kaiser Permanente, which
operates a pharmacy at the loca-
tion. 
The renovation includes the
creation of four new tenant
spaces from the former
Hollywood Video suite, façade
enhancements and new land-
scaping. Subway, the world's
largest restaurant company, has
signed a lease and commenced
improvements for a new loca-
tion which opened for business
on Feb.1st. 
Remaining retail and office
suites are available for lease and
can be configured from 1.5k
square feet to 5.4k square feet.
Ramsey Real Estate Group is
Real Estate...
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Inland Empire Film Commission
By Sheri Davis
During this economic age, the one thing feature film productions
hunt after are tax incentives. So in 2009, California started offering
production tax incentives through 2014 in hopes to encourage com-
panies to stay in the state. Recently, the California State Senate voted
to extend the state’s Film & Television Tax Credit Program for one
more year. The original legislation (AB 1069) which passed the State
Assembly as a five-year extension (through 2020), was amended in
the Senate on Aug. 26th to provide a one-year, $100 million exten-
sion (through 2015). If signed by the governor, it will add one year to
the current five-year, $500 million program. Although the film com-
mission’s pushed for an incentive “bump” on the original bill to
encourage the industry to travel outside of its comfort zone of Los
Angeles, it was never included. The film commissions in the state are
hoping that when this bill gets to the Senate, that piece will be added
to encourage filming all across the state.
Feature filming is still on the decline as the studios continue to
search for the best incentives around the world. The incentive pack-
age that the State of California implemented in 2009 did fund lots of
smaller budgeted feature films; however most of the large tent pole
features are still leaving because the program is not available to films
over $75 million. In light of that, The Inland Empire Film
Commission (IEFC) still capture 12 features, mostly in the desert
areas of San Bernardino County. Some of those features included the
“Green Lantern,” “Fast Five” (aka “Fast & Furious 5”), “Thor” and
“Priest.” The feature film “Priest” reported expenditures of $625,718
in the High Desert when they filmed on Soggy Dry Lake.
There were 18 television shows that found exactly what they
needed in the San Bernardino County desert. Shows like “Chaos,”
“Fact or Faked: Paranormal Files,” “Car Nutz,” “Wheels Up” (for the
Speed Channel), “Top Gear” (U.S. and U.K. versions), “It’s Effin
Science,” “Man vs Wild,” “Storage Wars,” and “The Event.”
Commercial and still photography are still the two main types of
production that select the region. Some 118 projects were shot in the
area during 2010. The big attraction for the film industry is the open
vistas, great light and diversity of locations.
We are in the final stages of opening existing BLM land for film-
ing in the 1st District of San Bernardino County. We worked with
Supervisor Mitzelfelt to accomplish this goal. The IEFC manages this
project between the Bureau of Land Management and the County of
San Bernardino.
The IEFC did numerous marketing ventures that showcased the
desert at several trade shows in 2010. Being outside of the 30-mile
zone has its challenges, but as residents and industry professionals in
the valley work with the IEFC, we have developed our own local
“incentive package”….hotels willing to give competitive rates,
restaurants and other service providers offering incentives and, of
course, the crew that is resident in the valley is always there to help.
The economy slowed down commercial production for 2010 but
the High Desert still managed to hold its own with film companies
electing to stay in California.
The 16th Annual California on Location Awards once again
brought recognition to the High Desert with a number of the finalists
who shot their projects in the desert region. The  event attracted over
525 industry professionals and was hosted by the premier awards
hotel – the Beverly Hilton.
The California Film Commission’s “Power Breakfast” always
gets attention as the Dumont Dunes was highlighted as one of the six
photos used on the one-page flyer dedicated to the Inland Empire.
This year’s breakfast was hosted by the Softiel Hotel in Beverly
Hills, and 85 studio executives and continued on page 39
handling the leasing of the property.
Orr Builders of Palm Desert is the
general contractor, while the archi-
tect is Nadel Architects of Costa Mesa and the landscape architect is
Conceptual Planning and Design Company of Irvine. 
INVESTOR PICKS UP NEW MCDONALD’S STILL
UNDER CONSTRUCTION IN CHINO
A 3.5k-square-foot McDonald’s restaurant currently under con-
struction at the Rancho del Chino shopping center was purchased by
a private, all-cash buyer. Rancho del Chino is situated on 14 acres at
14659 Ramona Avenue on the northwest corner of Eucalyptus and
Ramona Avenues and on the east side of the 71 Freeway. The
McDonald’s occupies an approximately one-acre lot fronting
Ramona Avenue on the main ingress/egress of the shopping center. 
McDonald’s signed a 20-year lease for the property. In addition
to McDonald’s, tenants include JC Penney’s, Scottrade and Home
Depot. Rancho del Chino was built in 2007. 
The property was sold by Levy Affiliated, who purchased the
162k-square-foot retail center in September of last year. Although the
actual price of the McDonald’s sale was not disclosed, brokers active
in the area tell us it probably traded for somewhere around $1.6 mil-
lion to $1.8 million. 
Bill Bauman, executive vice president, and Kyle Miller, manag-
ing director, of Studley’s National Retail Services Group, represent-
ed the seller in the transaction. Studley’s National Retail Services
Group has represented Levy Affiliated in multiple acquisitions and
dispositions throughout Southern California. The buyer was repped
by Steve Hsu of Marcus & Millichap. 
“The seller felt the timing was right to take advantage of the
increased demand for credit, single-tenant, triple-net assets, with
McDonald’s being one of the most highly sought after retail tenants
in the country,” said Bauman. Studley reports that the cap rate in the
deal was one of the lowest achieved in Southern California this year.
Real Estate...
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MARKETING BY THE NUMBERS:
Bottom-Up Planning
By Ron Burgess
I was approached by a colleague recently to review a little book-
let used in a marketing seminar about planning.  On the first page it
started immediately with goal setting. “What do you want to accom-
plish with your business this year?” The next page provided blanks to
state goals and objectives. 
Oops! 
This might work for a mission-based non-profit and this top-
down approach is frequently used by motivational speakers to
enhance personal  or sales performance; but simply stated, it is no
way to build a profitable business that will create wealth. 
Al Ries and Jack Trout, two of continued on page 35
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Box 1979, Rancho Cucamonga, CA 91729-1979. Copyright 2012 by IEBJ.
Women-Owned Businesses
Ranked by Revenue
Company 20011 Revenue # of Employees: Percent Owned by Year Establshed: Type of Business Top Local Executive
Address IE: Women: or Entity: Title
City, State, Zip Companywide: Phone/Fax
E-mail Address
Faust Printing $4,000,000 29 %100 1863 High Quality4-6 Rosemary Faust
1. 8656 Utica Ave., Ste. 100 $2,500,000 Color Printing Chairperson/CEO
Rancho Cucamonga, CA 91730 (909) 980-1577/989-9716
info@faustprinting.com
U.S. Colleges $3,500,000 40 %100 1994 Vocational School Kim Esquerre
2. 2023 Chicago Ave., Ste. B1 Executive Director
Riverside, CA 92507 (951) 784-4466/680-4151
kim@uscmed.com
Imagine That $3,500,000 150 %100 1990 Special Events, Banquet Hylian Panzarello
3. 1318 West Ninth St. $3,500,000 Facilities, Catering Owner
Upland, CA 91786 (909) 931-1044/946-5659
info@imaginethatevents.com
A & R, Inc. $3,450,000 46 %100 1976 MFG of Inginered Fabric Carmen Weisbart
4. 16246 Valley Blvd. $3,450,000 Products President
Fontana, CA 92335 (909) 829-4444/829-0564
mail@artech2000.com
Karen Allen Salon & Spa, Inc. $2,800,000 62 %100 2000 Salon, Spa, Karen Nguyen
5. 6056 Magnolia Ave. $2,800,000 Avena Store President
Riverside, CA 92506 (951) 788-4737/788-1377
karen@karenallensalon.com
Pacific Coast Tool & Supply $2,000,000 19 %100 1985 Industrial Tools and Supplies Annett Marquardt
6. 3630 Placentia Ct. $6,126,527 Owner
Chino, CA 91710 (909) 627-0948/628-5290
info@pacificcoasttools.com
Arellano Associates $1,969,321.29 10 $100 1994 Public & Community Genoveva L. Arellano
7. 13791 Roswell Ave., Ste. A Outreach Consultant Owner
Chino, CA 91710 (909) 627-2974/628-5804
garellano@arellanoassociates.com
Impressions Gourmet Catering $1,500,000 12 %100 1983 Catering/Special Events Sandra Forney
8. 1719 S. Grove, Ste. C n/a Owner
Ontario, CA 91761 (909) 923-8030
impresfood@aol.com
International Day Spa $1,000,000 42 %100 1990 Day Spa Mimi Barre
9. 325 Cajon St. $1,000,000 Owner
Redlands, CA 92373 (909) 793-9080/307-2788
mimib@intldayspa.com
Clarus Management Solutions $815,000 7 %100 1999 Environmental Consulting, Maria DiaKiso
10. 250 West 1st St., Ste. 244 $815,000 Bookkeeping President
Claremont, CA 91711 (909) 625-5057/625-5309
mdia@clarusms.com
L & L Enviromental Inc. $800,000 12 %100 1993 Environmental Consultant Leslie Nay Irish
11. 1269 Pomona Rd., Ste. 102 $900,000 CEO
Corona, CA 92509 (951) 681-4929/681-6531
lirish@llenviroinc.com
Perry Design & Advertising $250,000 5 %100 1997 Advertising Agency Janine Perry
12. 9431 Haven Ave., Ste. 208 na Partner
Rancho Cucamonga, CA91730 (909) 945-9500/980-6398
janine@perryadvertising.com
Medi-Cal Consulting Svc. na 7 %100 2003 Information Specialist reguarding Lisa Ramsey
13. 17130 Van Buren Blvd., Ste. 181 na Medical Facilities, Medi-Cal Owner
Riverside, CA 92504 (951) 789-0065/789-0064
lisa@medihelper.com
taste and swoon over Châteauneuf
du Pape wines hailing from vin-
tages as far back as the 1950’s. Also
new is the “BIG Rhône Rendezvous” featuring producers from far
and wide pouring big bottles at this lively affair. Many have dusted
off wines from their cellar and others have created something unique
to celebrate this momentous occasion. Highly-acclaimed chefs hail-
ing from esteemed Blackberry Farmin Walland, Tennessee will be
serving up a taste of the South with food stations billowing with
robust and scrumptious bites. For a full schedule of events and to
purchase tickets, call (805) 784-9543 or visit
www.hospicedurhone.org. 
•  Vintage Sidecar Rendezvous (free!)
April 28, 9 a.m. – 3 p.m., Downtown City Park
Enjoy a blast from the past by checking out a variety of special-
ty vintage motorcycles and sidecars dating back over 60 years. Stroll
around downtown city park and check out recycled treasures, arts
and crafts. For more information call (805) 238-4103 or visit
www.travelpaso.com. 
All Aboard! 
Join the Central Coast Railroad Festival on the second Sunday of
every month for the newly launched Wine-Train Excursion. Take a
ride Amtrak’s Coast Starlight up or down the Cuesta Grade to expe-
rience one of the most historical and
Combine...
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The County of San Bernardino Workforce
Investment Board and Workforce Development
Department is ready to assist your business at no
cost with the following services:
• Recruitment assistance
• Funds to train new employees
• Labor market information
• Pre-screened qualified
applicants
• Access to a large applicant pool
• Facilities available for
recruitments
• Layoff prevention assistance
• Outplacement of laid-off
workers
• Hiring tax credits
FREE BUSINESS WORKSHOPS
9650 9th St., Rancho Cucamonga
To Register Call 951-781-2345 or visit www.iesmallbusiness.com
Attention Business Owners
San Bernardino County Workforce Investment Board Funds
Innovative Program
Improve Business...Create More Jobs!
5 Months of World Class Business Coaching at NO COST to you.
Funded by the County WIB to help YOU improve your business
and create more jobs in our county!
This is a VERY intense program suited for the business owner
driven by success!
Program includes:
• Business Health Assessment
• Goal Alignment Consultation
• Operational Plan Development
• Weekly Coaching to ensure plan implementation
• DISC Communication Assessments to improve teamwork
• Opportunity to grow profits save jobs
Program Funds are EXTREMELY Limited!
Call (909) 387-9886 to see if you qualify!
scenic sections of the coastal line
between Paso Robles and San Luis
Obispo. Rides will stop at two rail-
themed wineries, where guests on these delightful excursions will be
treated to complimentary wine tastings, lunch and history on the rail-
road. Ticket can be bought online and are expected to sell out in
advance. For more information, visit www.ccrrf.com. Media contact:
Curtis Reinhardt, (805) 773-4173, director@ccrrf.com. 
Idol Wines 
Producing award-winning TV shows such as “American Idol”
isn’t all that famed producers Nigel Lythgoe and Ken Warwick are
good at. They are also wine aficionados, and this spring Paso Robles
will be able to experience their next project. Located on the
Pleasant Valley Wine Trail in San Miguel, the Villa San-Juliette
Winery will open its grand tasting room. This beautiful 168 acre
vineyard produces an array of grapes, including Cabernet Sauvignon,
Merlot, Syrah, Zinfandel and Sauvignon Blanc. 6385 Cross Canyon
Road, San Miguel, 93451, (805) 550-0522,
www.villasanjuliette.com. 
Ground Breaking
Nestled among the vines and rolling hills of Paso Robles is the
recently opened Broken Earth Winery and Tasting Room. Five white
and four red wines are currently being poured in the tasting room,
and with no tasting fee, this is a great place for guests to enjoy a sip
of delectable Paso Robles wines. With a focus on Rhone varietals,
most grapes are sourced from their 2,500 acre Continental Vineyard,
located approximately seven miles from the tasting room. 5625
Highway 46 East (805) 239-2562; www.brokenearthwinery.com. 
Music to the Ears 
Concert-lovers have something big to look forward to! Nestled
on a picturesque, oak-dotted hillside, Vina Robles is building a new
amphitheater boasting 3,300 seats with a combination of tiered, VIP
and lawn seating. The winery is set to break ground on the theater
this spring, with the goal of opening early 2013. Once completed, the
Vina Robles amphitheater will set the stage to become the premier
outdoor concert destination for all of central California. 3700 Mill
Road, (805) 227-4812, www.vinarobles.com; Media Contact:
Simone Michel, s.michel@vinarobles.com.
Cellar Hop
Hop aboard on Grapeline Tour’s deluxe shuttle for a fun-filled
day visiting a variety of wineries while getting an insider’s view of
California’s Central Coast. This season, they are offering the follow-
ing special tour:
•  Zin Fest Shuttle– March 16-18, guests can enjoy the over 50
vintners showcased at the Zinfandel Festival without having to worry
about driving. The Zin Fest Shuttle will be available throughout the
festival to escort guests from hotels to the festivities taking place
throughout Paso Robles Wine Country. For more information, call
(888) 8-WINERY or visit, www.gogrape.com.
DRINKS & DINING
Culinary Art
James Beard nominated Artisan, renowned for locally sourced,
creatively prepared American cuisine, is now hosting a variety of
specialty dinners. Held every Monday night in March, co-owners
and brothers Chris and Michael Kobayashi have teamed up with
local wineries, farms and ranches to create menus specifically tai-
lored to that evening’s selection. Winemakers or representatives from
each of the featured partners will be
Combine...
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When Planning Your 2012 Advertising
Budget, Consider...
THE
INLAND EMPIRE
BUSINESS JOURNAL
For Advertising Information Call (909) 605-8800 or
visit www.busjournal.com
STOP ADA LAWSUIT ABUSE
Senator Bob Dutton (R-Rancho Cucamonga) introduced
Senate Bill 1186 that stops unscrupulous attorneys, using the
Americans With Disabilities Act (ADA), to extort money from
businesses.
SB 1186 allows business owners 90 days to fix minor infrac-
tions before a lawsuit can be filed. This protects the rights of the
disabled while ensuring that small businesses are protected from
frivolous lawsuits.
Specifically, the owner of the property must be notified of the
ADA violation before a lawsuit can be filed. The property owner
will have 90 days to fix the violation. If the violation(s) is not
fixed within the 90 days, a lawsuit may then be filed.
Small businesses throughout California have been sued as a
result of “drive by” attorneys saying they represent a client claim-
ing that person’s ADA rights have been violated, even though the
business owner wasn’t aware of any potential problem. The letter
further states that to avoid a costly lawsuit, the business owner
must pay the attorney and his client between $4,000 and $6,500.
“This is nothing more than extortion of our business commu-
nity,” Senator Dutton said. “It’s clear from reviewing some of the
letters these businesses have received, they are doing nothing
more than driving around looking for a potential minor violation
and then strong-arming the small businesses into paying them
thousands of dollars to avoid a lawsuit.”
“No one wants to see the rights of anyone, particularly the dis-
abled, violated,” Senator Dutton said. “SB 1186 is a piece of com-
mon-sense legislation that continues to ensure ADA is enforced
without leading to this modern- continued on page 39
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F o r P l a n n i n g  2 0 1 2  A d v e r t i s i n g ,  M a r k e t i n g ,  a n d  P u b l i c i t y  W i t h
T h e  I n l a n d  E m p i r e  B u s i n e s s  J o u r n a l
APRIL
• Meetings & Conventions • Women Who Make a Difference • Indian Gaming
• Airports • Meetings/Conventions • So Cal Vacation Spots
• New Home Communities • Travel/Hotels/Tourism • Hotel Meeting Facilities
• Malls & Retail Stores • Commercial R.E. Brokers • Visitors and Convention Bureaus
• Small Business Handbook
MAY
• Economic Development (Riverside Cty.) • Women-owned Businesses • Environmental Firms
• Marketing/PR/Media Advertising • Human Resource  Guide • Employment/Service Agencies
• Insurance Companies • Chambers of Commerce • Law Firms
• Who’s Who in Law • I.E. Based Banks
JUNE
• Financial Institutions (1st Quarter, ’12) • Health Care & Services • Hospitals
• Travel and Leisure • High Technology • Savings and Loans
• Employment Agencies • Golf Resorts • Motorcycle Dealers
• Home Health Agencies • Senior Living Centers • Medical Clinics
• Economic Development (San Bernardino County) • What’s New in Hospital Care
JULY
• Manufacturing • Marketing/Public Relations • CPA Firms
• Distribution/Fulfillment • Media Advertising • Commercial Printers
• Credit Unions • Casual Dining • Ad Agencies/Public Relations Firms
• Event Planning • Building Services Directory • Largest Insurance Brokers 
• High Desert Economic Development • SBA Lenders
• Staff Leasing Companies Serving the I.E.
AUGUST
• Personal/Professional Development • Environmental • Largest Companies
• Employment/Service Agencies • Expansion & Relocations  • Small Package Delivery Services
• Health & Fitness Centers • Women in Commercial Real Estate • Tenant Improvement Contractors
• Caterers • Who’s Who in Banking • Credit Unions
SEPTEMBER
• Mortgage Banking • Health Care & Services • Largest Banks
• SBA Lending • Airports • Largest Hotels   
• Independent Living Centers • Who’s Who in Building Development • Golf Courses
OCTOBER
• Lawyers/Accountants-Who’s Who • Telecommunications • Internet Services
• HMO/PPO Enrollment Guide • Office Technology/Computers • Long Distance/Interconnect Firms
• Economic Development Temecula Valley • International Trade • Copiers/Fax/Business Equipment
• Financial Institutions (2nd Quarter, ‘12) • Holiday Party Planning • Private Aviation
NOVEMBER
• Retail Sales • Human Resources Guide • Commercial R.E. Development Projects
• Industrial Real Estate • Executive Gifts • Commercial R.E. Brokers
• Commercial R.E./Office Parks • Building and Development • Fastest Growing I.E. Companies
• Educational Services Directory • New Communities • Mortgage Companies
• Title Companies
DECEMBER
• Financial Institutions (3rd Quarter, ’12) • Health Care • 2013 “Book of Lists”
• Top Ten Southern California Resorts • Professional Services Directory • Business Brokerage Firms
• Temporary Placement Agencies
EDITORIAL FOCUS SUPPLEMENTS LISTS
2012 EDITORIAL SCHEDULE
JERRY D. MEADS  NEW WORLD INTERNATIONAL WINE COMPETITION
Presents
A WINE EXTRAVAGANZA • GOLD MEDAL SHOWCASE & AUCTION
HILTON ONTARIO AIRPORT
700 N. HAVEN AVE., ONTARIO CA 91764
Sunday, May 6th, 2012 • 4:00 P.M. to 7:00 P.M.
DONATION: $65.00 • AT THE DOOR: $75.00
Please make checks payable to:
Pomona Valley Habitat for Humanity
(Building Houses, Building Hope)
OR
The Unforgettables Foundation
(Assisting families with the burial costs on the saddest day of their life...the loss of a child)
NO ONE UNDER 21 WILL BE ADMITTED—Business Attire—No Jeans, No Shorts, No T-Shirts—Dress Code Enforced
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We can custom
design a label just
for you using:
Photos, Logos,
Colors, Invitations,
Themes.
4231 Winevi l le  Road
Mira Loma, CA 91752
(951)  685-5376 or (951)  360-9180
www.gal leanowinery.com
Tour the Historic Winery weekends from 2:00 pm to 4:00 pm or by appointment
Listed in the National Register of Historical Places
Weddings • Anniversaries
Birthdays • Special Events
Graduations • Holiday • Gifts
Wine Tasting Available Daily
RESTAURANT REVIEW
Carolina’s Italian Restaurant
By Bill Anthony
I enjoyed my first
dinner with my wife at
Carolina’s back in
2005, and it is still
great today.  Although
it is now owned by a
new family, I know
many of our readers
travel to Anaheim
going to the Honda
Center, Anaheim
Stadium, Anaheim
Convention Center or
for business and fami-
ly reasons; therefore, a
visit to Carolina’s is a must.
The food is great, the prices are
a steal and new owner, Tim
Ibrahim, will personally
orchestrate your experience.
Since opening in 1978, the
menu has not changed
much....only a few minor tune-
ups and a major additional din-
ner option which is “Chicken
Alla Anthony.”  Yes, named
after me and created by me.
“Bon Appetit.”  
Must tries are:
Appetizers:  
Vongole Vino Blanco
(Fresh clams sauteed in olive
oil, garlic, basil, and onion in a
white wine sauce.)
Calamari Fritte (Lightly
breaded Calamari rings fried
golden brown and served with
their house marinara sauce.)
Dinners:
All dinners come with soup
or salad and fresh hot garlic
cheese bread.
Spumoni ice cream is
served for dessert.  The por-
tions are large, so prepare to
take half home.
Chicken Alla Anthony
(Chicken breast lightly breaded
and baked with a slice of
breaded eggplant with ricotta
cheese and spinach in-between.
Blanketed with Francescana
sauce—creamy meat sauce
with mushrooms and green
peas—and topped with moz-
zarella cheese served with a
side of penne pasta.)
Ravioli Sampler
(Carolina’s innovative
minds have brought
together beef, cheese,
and spinach ravioli in
marinara sauce.  It is a
highly requested
dish.)
Spaghetti with
m e a t b a l l s
(Homemade meat
sauce and meatballs
served on a bed of
spaghetti.)
E g g p l a n t
Parmigiana  (Lightly
breaded and fried eggplant
topped with mozzarella cheese
and baked with marinara sauce.
Served with pasta in marinara
sauce.)
Gnocchi Marinara
(Gnocchi - potato dumplings -
in their homemade marinara
sauce.)
Meat Calzones  (Filled with
meat sauce, meatballs, sausage,
and ham topped with meat
sauce and mozzarella.)
Carolina’s is located in the
city of Garden Grove, minutes
away from Disneyland Park
resorts and hotels, downtown
Disney, Anaheim Convention
Center, Honda Center, Angel’s
Stadium and close to Knott’s
Berry Farm.  Their address is
12045 Chapman Avenue,
Garden Grove.  Phone number
is (714) 971-5551.
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the most respected marketing con-
sultants and writers on the subject of
marketing strategy and positioning
say, in their book “Bottom-Up Marketing,” “Traditional marketing is
top-down oriented. You decide what you want to do (the strategy) and
then you figure out how to do it (the tactics).” Marketing  works in
just the opposite way. 
I wrote an article in this same journal many years ago, that dis-
cussed this subject. For instance, in a top-down plan, the president
tells the sales department to increase revenue by 10% while telling
operational heads they can increase expenses up to 5%. Of course,
this sounds like complete nonsense today in the great recession.  But
it was just as much nonsense then as now.  Forcing a product catego-
ry or division to figure out how to sell a seat-of-the-pants number
(10%) is one of the main reasons marketing plans fail, and makes
marketing  look bad.  It just does not work. 
For many years, I worked in the retail business doing merchan-
dise planning. This is the calculation of how much to buy based on
the reality of the current performance, promotions, season and ration-
al expectation of future trends. It’s marketing planning for inventory.
Why does it work? First because all merchandise is planned at a
“category” level. That is, a group of merchandise of like nature that
has similar selling patterns (such as season). An example is women’s
swimsuits in Florida, or men’s slacks in Chicago.  The algorithm
includes markups and markdowns to measure real profitability and
plans against current inventory and items already ordered, to calcu-
late how much inventory will be needed the next month, based on
stock ratios known to be appropriate for that category. 
But the underlying reason why this approach is a better way to
forecast sales is because the smaller categories of merchandise are
added up (from the bottom) to the top projected sales forecast. It is
based on demand, not wishful thinking.  It is reasonable, not pie in
the sky.  
A tactic to increase women’s swimsuits might be to change the
location in the store, add advertising in the pre-season with a special,
or do a trunk show for the best line in the store. Braced with this
information, compared with previous promotions, the merchandise
planning manager might make a slight increase in the buy. But the
effect on the top line would barely be noticed.  Planning, that works,
is done from the department, category or even SKU level. 
The cost of the new promotional efforts are planned into the mar-
keting budget, as the revenue forecasts are.  This is a tactic to capture
a larger market of the swimsuit business. This leads to resource allo-
cation which leads to action items that become part of the campaign
plan for that season.  Full campaign planning is completed when all
categories and departments are totaled, which includes events, media
and other promotional planning. 
This bottom up merchandising concept was developed by RMSA
(Retail Merchandising Service Automation) located right here in the
Inland Empire, in Riverside, by Vernon Rossi. Rossi used existing
models of retail math formulas and was the first to computerize the
model. He also improved on the techniques, because the computer
could calculate faster than the old manual way. This was in the late
1960's, and spawned an entire industry. RMSA is still involved in the
business of retail merchandise planning. Their clients, I'm sure, still
out-perform those who do top-down planning today. 
Planning from the top down will necessarily fail. But in addition,
it causes so much consternation and chaos in the company when the
sales people attempt to hit a number that is not realistic. These com-
panies damage themselves internally.  When the revenue only comes
in with a 2% increase, managers
Marketing...
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Best-selling Business Books
“Smart Selling on the Phone And
Online: Inside Sales that Get Results,”
By Josiane Chriqui Feigon; AMACOM; New York,
New York; 2010; 254 pages; $17.95)
Here are the current top 10 best-selling books for business. The list is
compiled based on information received from retail bookstores
throughout the U.S.A.
1. “Steve Jobs,” by Walter Isaacson (Simon
&Schuster…$35.00)(1)*
The story of a modern Thomas Edison. 
2. “Great by Choice: Uncertainty, Chaos, and Luck-Why Some
Thrive Despite Them All,” by Jim Collins
(HarperCollins…$29.99)(3)
Why some people succeed against all the odds. 
3. “The Start-up of You: Adapt to the Future, Invest in Yourself,
and Transform Your Career” by Reid Hoffman and Ben Casnocha
(Crown Publishing…$26.00)**
Managing your career as if you were a starting a new business. 
4. “That Used to Be Us: How America Fell Behind in the World
It Invented and How We Can Come Back,” by Thomas L.
Friedman & Michael Mandlebaum, (Farrar, Straus and
Giroux…$28.00) (2)
One possible roadmap back to fiscal and market stability.
5. “Strengths Finder 2.0: A New and Updated Edition of the
Online Test from Gallup's Now, Discover Your Strengths,” by
Tom Rath (Gallup Press…$22.95)(4)
Discover your strengths and integrate them with your career.
6. “The Little Book of Leadership: The 12.5 Strengths of
Responsible, Reliable, Remarkable Leaders That Create Results,
Rewards, and Resilience,” by Jeffrey Gitomer & Paul Hersey (John
Wiley & Son… $22.00)(5)
A concise look at the fundamental traits of leadership.
7. “The Startup Owner’s Manual: The Step-by-Step Guide for
Building a Great Company,” by Steve Blank and Bob Dorf (K & S
Ranch Publishing…$39.95)**
8. “The Price of Civilization: Reawakening American Virtue and
Prosperity,” by Jeffrey D. Sachs (Random House…$27.00)(8)
Doing something about the negative impact of globalization.
9. “Reckless Endangerment: How Outsized Ambition, Greed,
and Corruption Led to Economic Armageddon,” by Gretchen
Morgenson
(Times Books…$30.00)(6)
The why and how of America's fall from economic grace.
10. “EntreLeadership: 20 Years of Practical Business Wisdom
from the Trenches” by Dave Ramsey (Simon &
Schuster…$26.00)(9)
Experienced advice on business leadership.
_______________________________________________________
*(1) -- Indicates a book’s previous position on the list.
** -- Indicates a book’s first appearance on the list.
Inside selling isn’t often
considered one of the “sexier”
elements of new business
development. However, as
author Josiane Chriqui Feigon
points out…“Today’s market,
economic, and competitive con-
ditions have created a more
complex and less predictable
sales cycle. And that means
more of everything. As compa-
nies provide more tools, tech-
nologies, and systems to help
speed up the sales cycle and
increase efficiency and produc-
tivity, only sales reps who can
seamlessly integrate the neces-
sary tools, technologies, and
systems into their sales process
can earn the right to be called
inside sales warriors.”
Is that a bit of cheerleading?
Perhaps, but it doesn’t change
the fact that companies that are
mass marketing everything
from computer software to dis-
counted electric power have put
more emphasis than ever before
on the importance of their call
centers. These companies have
also discovered that a combina-
tion of e-mail and the USPS
have steered more current and
prospective customers to con-
tact their call centers than any-
one thought possible less than
10 years ago. 
Author Feigon, has written
a “how to” book that offers very
useful information for execu-
tives and managers on improv-
ing the effectiveness of their
call center sales staff. Blend
these with the author’s exten-
sive tips for success among call
center sales warriors, and you
have a winning combination not
often found in books like this.
One of the key points made
by the author is that despite
what Generation X’ers believe,
cold calling isn’t dying and
probably isn’t a waste of time
when it’s done properly. She
states:
“When you’re selling in a
Sales 2.0 environment, it’s
important to analyze  how your
customer wants to receive your
message and determine the best
way to send it. As Brian Carroll,
author of “Lead Generation for
the Complex Sale,” writes in
his B2B Lead Generation blog,
‘Time and time again it is
proven that customers want
salespeople they deal with to
understand their business, their
needs, and the pressures under
which they operate. These peo-
ple are called trusted advisors.’
When top decision-makers,
who manage large budgets,
were asked what they consid-
ered to be strong sales introduc-
tions, they know exactly what
they did and did not want to
hear on both voice mail and e-
mail. Here are some examples
of what they said: 
‘Someone who has done
their homework and knows
about my company.’ When a
salesperson sounds profession-
al, succinct, confident, and pro-
vides value with their message,
I will listen to it…. ‘I delete so
many messages a day and the
only thing that stands out for
me is a strong, short personal-
ized message that gets to the
point.”
Ms. Feigon points out that
there are several areas of busi-
ness not often associated with
selling, especially inside sell-
ing. One of these is time man-
agement. She comments:
“Effective time manage-
ment is critical to effect inside
sales. It begins with a daily,
weekly, and monthly plan and
extends through the entire sales
cycle, affecting not only how
you spend your time, but how
you pace your calls and whether
you meet your numbers. The
good news? Even a few
changes in how you manage
time can result in a big positive
shift, and success will encour-
age you to make more changes.
The more you practice these
skills, the easier they get. Over
time, you’ll discover your
rhythm, and you’ll learn the
tricks that work the best for
you.”
Extremely easy to read and
comprehend, the author has pri-
marily written the book for
members of a company’s inside
sales force. Even so, she hasn’t
forgotten the outside salespeo-
ple nor the very sensitive rela-
tionship between the outside
and inside selling teams. This is
an area where misunderstand-
ings can abound and sow the
seeds of mistrust among the
combined team.
“Smart Selling on the Phone
and Online” is an excellent
primer offering a banquet of
ideas on inside selling for the
cost of a dinner at a moderately
priced restaurant.
—Henry Holtzman
MANAGER’S BOOKSHELF
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there to educate diners and answer
questions. 1401 Park St., (805) 237-
8084, www.artisanpasorobles.com. 
Never Be “Boar-ed” Again 
The newly opened Boar Hole is the bar with it all, from a great
selection of beers and local wines to darts, pool and trivia. Every
Friday and Saturday, the Boar’s Hole features rockin’ live music that
keeps the party going all night long. 1242 Park St., (805) 835-1894. 
Exotic Estrella 
For vibrant flavors and a sizzling atmosphere, head downtown to
Estrella, Paso Robles’ newest answer to exotic dining. This “Latin
Riviera” features a fun fusion of Caribbean, South American and
Mexican cuisine featuring menu items such as Argentinian-style
grilled rib eye steak, roasted chicken mojo and grilled prawn tacos.
The vibe of the restaurant is as exotic as its food, where guests can
enjoy an outdoor patio overlooking Downtown City Park or in the
vibrant mango-hued dining room. 815 13th St., (805) 226-5406. 
Phenomenal! 
Have a phenomenal experience at Paso Robles newest tapas and
wine bar. Located in the beautiful downtown area of Paso Robles,
Fenomenal Place’s menu features more than 50 hot and cold tapas
items utilizing local, fresh and sustainable ingredients. In addition,
diners at this new hot spot can choose from over 100 selections of
wine, designed to pair seamlessly with the mouthwatering menu. 835
12th St., (805) 227-7154, www.fenomenalplace.com. 
Swingin’ Sinatra
A little flair and good times are two things that never go out of
style. At the recently opened Sinatra’s Fine Dining, even strangers in
the night can find themselves having a good time. With live music
and wine tasting, diners can feel like they’re swinging with the leader
of The Rat Pack himself. Guests can treat themselves to fresh toma-
to and basil bruschetta followed by mouthwatering grass fed beef,
among other delectable menu items. With its classy and fun atmos-
phere, guests will get a kick out of dining at Sinatra’s. 835 13th St.,
(805) 238-6613.
Wine & Dine 
Enoteca Restaurant, located inside La Bellasera Hotel & Suites,
has join forces with local wineries to host a series of winemakers’
dinners.  They also offer a price fixed, three course dinner at $30.
206 Alexa Court, (805) 238-2834, www.labellasera.com.
ARTS & CULTURE-
Meet the Masters
Boasting a preeminent artwork collection, recently opened Pierce
Modern Gallery features the work of renowned artists such as Mark
Bowles, James Coignard, Roy Lichtenstein, and Gary Conway,
among others. Original sculptures, entrancing glasswork and mixed
media are also on display and available for purchase. 617 12th St.,
(805) 975-4860, www.piercemodern.com.
Emerging Art
Veteran actress Madeline Vale has opened her own contemporary
art gallery in downtown Paso Robles showcasing the works of
emerging and established artists. With the opening of Vale Fine Arts
gallery, the opportunity to discover new talent in the area is some-
thing many art lovers are excited about. Open Thursday through
Sunday, visitors are welcome to drop in anytime to view the stunning
artwork showcased on the walls. 619 12th St., (310) 795-4680,
www.valefineart.com. 
ACCOMMODATIONS
Sprucing Up
Featuring 91 fully appointed guestrooms, the Holiday Inn
Express & Suites has a new look that includes newly painted gue-
strooms outfitted with new 37” flat screen HDTV’s and comfy pil-
low top mattresses, plus a newly upgraded fitness center. The
Holiday Inn also features Jacuzzi suites and extended stay suites,
providing the perfect place for a relaxing getaway or business trip.
Special amenities include a business center, conference room, com-
plimentary smart hot breakfast and an indoor pool and spa. 2455
Riverside Ave., (805) 238-6500, www.hixpaso.com; Media Contact:
Shawn Styler, (805) 238-6199, spstyler@gmail.com.
For more information on attractions, dining and lodging, visit
www.travelpaso.com.  For the latest news, visit www.blog.travelpa-
so.com.
Combine...
continued from pg. 31
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LOOKING TO CAPITALIZE...
TRITECH presents: Win a SBIR/STTR Award 
WORKSHOPS on the $1 BILLION ANNUAL SBIR FUNDS
FROM DEPARTMENT OF DEFENSE
Gain a competitive edge in winning Small Business Innovation Research
(SBIR) or Small Business Technology Transfer (STTR) funding through our
workshop series
Registration Info: www.tritechsbdc.eventbrite.com
or call Marquise Jackson at 951.571.6480
Pre-registration per session: $45 — At the door $65
Date: March 29, 2012
Location: Chapman University
MARIE TALNACK
Workshop Facilitator
Worked with over 300 new technologies in electronics, bio-medical, 
pharmaceutical, computer hardware and software, environmental science, etc.
Written over 500 technical proposals and strategic plans
Winner of the SBA and National Science
Foundation’s Tibbets SBIR Advocate of the Year award
Pre-proposal Workshop: How to successfully make and effective proposal
What You’ll Learn:
• Submit proposals to the appropriate agency
• confidently identify technologies the government is interested in
• prepare you proposal 
• plan for you rm's success with SBIR or STTR funding
Post-Award Workshop: How to Navigate the Post-Award Process
What You’ll Learn:
• Understanding your grant or contract terms and deliverables
• Progress Reports and Getting Paid
• Final Report Preparation and Submission
• Lining up partners and investors
• Implementing the Commercialization Plan
SPONSORS: Crowel & Moring // Stradling Yocca // Riverside County EDA // City of Riverside 
The TriTech SBDC; an economic development program of Riverside Community College District, is
a program partially funded by the U.S. Small Business Administration, the California Community
Colleges Chancellor’s Office, and California State University Fullerton and extended to the public
on a non-discriminatory basis. SBA and California State University Fullerton cannot endorse any 
products, opinions or services of any external parties or activities. Reasonable accommodations for
persons with disabilities will be made if requested at least two weeks in advance.
Sales Team of the Year Award.
RICHARD MARCA NAMED
ON SOUTHERN CALIFORNIA SUPER LAWYERS’ LIST
Richard Marca, attorney at Gresham Savage, has been named to
the Southern California Super Lawyers list as one of the top attor-
neys in California for 2012. He was also recognized in 2007. No
more than 5 percent of the lawyers in the state are selected by Super
Lawyers.
Super Lawyers, a Thomson Reuters business, is a rating service
of outstanding lawyers from more than 70 practice areas who have
attained a high degree of peer recognition and professional achieve-
ment. The annual selections are made using a rigorous multi-phased
process that includes a statewide survey of lawyers, an independent
research evaluation of candidates, and peer reviews by practice
area.
The Super Lawyers lists are published nationwide in Super
Lawyers magazines and in leading
Executive...
continued from pg. 27
continued on page 39
now must cut the expenses that they
budgeted for at the beginning of the
year.  People get fired, and vendors
have to cancel orders: credibility is lost for the company as a whole. 
Do you have to go through a heavy duty system to do bottom-up
planning ?  Retailers clearly do, but most businesses don’t. Simply
breaking your revenue down into like categories by month for sever-
al years can develop a trend. MS Excel can automatically do trend
lines for you. (Note: this works even better if you use margin by cat-
egory instead of top-line revenue.) Then think logically about the
market niche the category falls into, and consider the competition. Do
a simple forecast that follows the trend; then think about what you
can do to increase the revenue. 
Was this category properly promoted last year? Can you affect
this?  Do you have competition entering or exiting this category? Did
your sales team properly represent this category and can you affect
that? Can you re-position any products in this category?  These are
the types of tactics that have shown to build-up to a strategy and that
my 30 years of marketing planning have shown this to be true: a strat-
egy  that actually has a chance to work!
Unfortunately, many in my field fall back to tradition, or mix
motivational techniques as a substitute for strategic  marketing plan-
ning.  My goal is to get professional marketers to roll up their sleeves
and do this in a way that can actually create results. I hope your com-
pany will try it too. 
American Marketing Association is the oldest and most respected
international professional marketing association. The Inland Empire
Chapter meets monthly in Riverside. See  www.AMA-IE.com for pro-
gram and membership information. 
Ron Burgess is a marketing expert with a consulting practice in
Redlands. He has written hundreds of marketing and small business
articles and will release his new book “Finding Your Crack In the
Market” next fall.  Ron can be reached at
Ronb@BurgessManagement.com
Marketing...
continued from pg. 35
fits and rates, as well as information
on how to apply, visit www.pcip.gov
and click on “Find Your State.”
Then select your state from a map of the United States or from the
drop-down menu.
The PCIP call center is open from 8 a.m. to 11 p.m. Eastern Time.
Call toll-free 1-866-717-5826 (TTY 1-866-561-1604).
PCIP Enrollment Fact Sheet: www.healthcare.gov/news/fact-
sheets/2012/02/pcip02232012a.html
Health...
continued from pg. 26
Runa Capital, and the National
Science Foundation, which in
2009 and 2010 provided
$600,000 in funding from its Small Business Innovative
Research grant program.  The partners tried to find funding
for their company in the Inland region first, but Faloutsos
said the local community did not have the resources to push
their high-tech business forward.  So last year they moved the
company to San Francisco, where Banerjee said they had
access not only to potential investors, but a larger employ-
ment pool.
He said StopTheHacker has the potential to reach $5 mil-
lion to $10 million in annual revenues within two or three
years.  He envisions eventually selling the company to a large
web-hosting company or security vendor.
Web Security...
continued from pg. 22
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For more information,
please visit www.jenera-
tionshealth.com.
Balancing...
continued from pg. 6
their perspective needs to be
global—not only in driving
toward higher profits but in their
operating principles. Only then
will they find a greater under-
standing of their foreign coun-
terparts, which, through mutual
interdependence, can then lead
to higher profits. To attain a
global perspective, boards need
to adapt their current operating
principles to a more encompass-
ing, more cosmopolitan view-
point of business. Much remains
to be done in both corporate and
entrepreneurial America for this
worldwide perspective to take
hold, and much is at stake. The
very success of the economy in
the United States tomorrow
depends on the ability of today’s
leaders to change thinking pat-
terns by developing a global
mindset and strategies that
bridge the widening gap of
opportunities domestically and
abroad. With the right leader-
ship, and the right people in the
right places, U.S. businesses can
look at the global market and
see opportunities, not obstacles.
For more information,
please visit
www.monapearl.com.
Business...
continued from pg. 15
unlikely to collaborate and
share ideas that may improve
the company’s performance. In
such an environment, employ-
ees, even the ones who do the
right thing, will worry that they
always have to be on the look-
out for someone to take advan-
tage of them. This saps people
of time and energy.
There are many reasons one
should act ethically, most of
which draw on sophisticated
appeals to a higher good. There
is nothing wrong with those.
However, before we can consid-
er more lofty reasons why we
should act ethically, it is only
reasonable that we think of the
practical consequences first. So
if you ever wonder why you
should be ethical, don’t feel the
need to consult an obscure
philosopher or book, just know:
being ethical is good for you
and good for business.
About the Author
Dr. Kyle Scott is a visiting
assistant professor at Duke
University, with a Ph.D. in
Political Science: American
Political Theory and Public
Law. He has authored three
books; Federalism: Theory and
Practice, has just been released.
Kyle has taught American
Politics, Political Theory, and
Public Law at Miami
University, University of North
Florida and the University of
Houston. He can be reached at
kyle.a.scott@hotmail.com.
Acting...
continued from pg. 11
the signs of bad management.
This way you can deal with
these ‘bad managers’ quick-
ly…which is, after all, also a
characteristic of a HPO manag-
er!
About the Author:
André de Waal is associate
professor strategic management
at the Maastricht School of
Management and academic
director of the HPO Center
(www.hpocenter.com). 
Ten Habits...
continued from pg. 19
www.BergmanWindowWashing.com
Finally, there’s a way you
can help. I am authoring a bill
that will promote transparency
in our state budget process. AB
1437 will require the state budg-
et to be posted and readily avail-
able on a website for at least
three days before the Legislature
can take a vote. AB 1437 pro-
vides accountability to the
Legislature with the votes that
are cast. This bill will also put
a stop to the late night, back-
room budget deals that are so
common in Sacramento. Many
argue over how much is really
being spent, how much people
should be taxed and where it’s
all going. Better information
for all of us means better deci-
sion making and will shine a
spotlight on the shadowy nature
of the real budget process.
Remember, it is our money, not
Sacramento’s and it is up to us
to hold Sacramento politicians
accountable.
Maybe you agree, if so
please contact my office or write
me at 10604 Trademark
Parkway, Ste. 308, Rancho
Cucamonga, CA 91730 if you
support budget transparency. I
will bring all of your letters with
me up to Sacramento when this
bill faces budget committee
scrutinization. Maybe you dis-
agree. Please let me know what
issues are important to you by
calling my district office at 909-
466-9096. I look forward to
hearing about what you have to
say and what you would like to
see happen to make sure our
government is working for us.
As always, I’ll keep you
posted…
What’s...
continued from pg. 16
tained in this commentary are
not necessarily those of this
publication and/or staff.
Comments are welcomed—send
to ingrid@busjournal.com
Politicians...
continued from pg. 17
Center and the Small Business
Administration (SBA) also say
they are presently active and
expanding loans and loan guar-
antees in 2012.
We would like to hear from
you if B of A has called your
loan.  Email at
williamj@busjournal.com. 
Did Bank...
continued from pg. 1
on this task.”
The Business Services Team
offers many valuable services to
assist businesses, from advertis-
ing and prescreening quality
applicants, to free human
resources consulting. All servic-
es are designed to help San
Bernardino County businesses
grow and prosper in order to
promote jobs in the region. For
more information on how the
Business Services Team can
help your business, please call
1-800-451-JOBS.
SB County...
continued from pg. 8
production company owners
attended.
Inland Empire...
continued from pg. 29
city and regional magazines
across the country. Super
Lawyers magazines also fea-
ture editorial profiles of attor-
neys who embody excellence in
the practice of law. Other
Gresham attorneys who have
been recognized by Super
Lawyers magazine include
Mark Ostoich (2010) and
Jennifer Guenther (Rising Star
2009-2011).
Executive...
continued from pg. 38
day extortion of our business
community.”
Senator Dutton represents
the 31st Senate District that
includes portions of Riverside
and San Bernardino Counties.
Dutton...
continued from pg. 32
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N E W B U S I N E S S County of San Bernardino
A & D DESERT LOCK
AND KEY
9014 EVERGREEN AVE.
HESPERIA, CA 92345
A.V.I.P LANDLORD
SUPPORT SERVICES
13236 PUEBLO RD.
APPLE VALLEY, CA 92308
ACCENTS WEDDINGS
& EVENTS
22725 PONDEROSA DR.
CRESTLINE, CA 92325
ACCESS PROPERTY
MANAGEMENT
215 N. RIVERSIDE AVE.
RIALTO, CA 92376
AMERICAN BLAST
10900 SAN MATEO PL.
ALTA LOMA, CA 91701
AMERICAWIDE
MORTGAGE SERVICES
36134 SERAPE DR.
YUCAIPA, CA 92399
AQUA SUE’S
15184 HONEY PINE LN.
FONTANA, CA 92336
ARROWHEAD WELCOME
CENTER
26816 HWY 189
LAKE ARROWHEAD, CA
92352
ARROYO CONSTRUCTION
CO.
6743 DEL ROSA DR.
SAN BERNARDINO, CA
92404
B. ZEA’ CONSULTING
SERVICES
12798 CIMARRON WAY
VICTORVILLE, CA 92392
BIG SPLASH POOL
SERVICE
5635 ARDEN AVE.
HIGHLAND, CA 92346
BRIGHTWAY JANITORIAL
3045 HS ARCHIBALD
STE. 130
ONTARIO, CA 91761
C&F MARKETING
6650 KAISER AVE.
FONTANA, CA 92336
CARL’S IMPORT- EXPORT
MANAGEMENT SERVICES
9132 HELMS AVE.
RANCHO CUCAOMGA, CA
91730
CHAIREZ ENTERPRISES
8796 LAUREL AVE.
FONTANA, CA 92335
CHOICE APPRAISALS
14035 HIDDEN VALLEY RD.
VICTORVILLE, CA 92395
CLEAR VISION REAL
ESTATE AND FINANCIAL
SERVICES
1431 N CHESTNUT AVE.
RIALTO, CA 92376
COMPETITION RESINS
1268 HOWARD ST.
UPLAND, CA 91786
CORNICE
17993 OUTER HWY 18 
STE. 5
APPLE VALLEY, CA 92307
DAN D CONSULTING AND
MAINTENANCE SERVICES
836 JACKSON ST.
COLTON, CA 92324-1928
DOLLARS 4 CHARITY
36072 MEADOW GROVE
YERMO, CA 92398
E & L DENTAL
LABORATORY
7977 LIME AVE 
STE. 3
FONTANA, CA 92336
EL CERRITO MEXICAN
FOOD
7201 ARCHIBALD
RANCHO CUCAMONGA,
CA 91730
EL TAQUITO
1475 MT VERNON AVE.
COLTON, CA 92324
EL TEPEYAC #3
144 S ARROWHEAD AVE.
SAN BERNARDINO, CA
92408
EXPERT HARDWOOD
FLOORING
940 S ROCHESTER
STE. C
ONTARIO, CA 91761
FAR HORIZONS TRAVEL
835 KIMBARK AVE.
SAN BERNARDINO, CA
92407
G. G. BEAUTY SALON
17389 ARROW BLVD.
FONTANA, CA 92335
HARRISON FUNDING
SENIORS MORTGAGE
NETWORK
215 N. RIVERSIDE AVE.
RIALTO, CA 92376
HOUSEPLANT HEAVEN
16537 WALNUT ST.
STE. 1
HESPERIA, CA 92345
HUMAN RESOURCES &
CAREER SERVICES
611 LAKESIDE AVE.
REDLANDS, CA 92373
ICON
5648 SCHAEFER AVE.
CHINO, CA 91710
INDOOR COMFORT
SOLUTIONS
13553 SIERRA RD.
VICTORVILLE, CA 92392
MAGNOLIA TOWN
DENTAL
258 E. 9TH ST.
UPLAND, CA 91786
MOTIVATED MOMMY
1217 PARKVIEW CIR.
UPLAND, CA 91784
MOVING U
18794 WISTERIA ST.
HESPERIA, CA 92345
ORIENT EXPRESS
TRANSPORT
1435 S GROVE AVE.
STE. 6
ONTARIO, CA 91761
PREMIER TAX SERVICE
1364 N WATERMAN AVE.
STE. 110
SAN BERNARDINO, CA
92405
REAL ESTATE
VALUATION SERVICE
12223 HIGHLAND AVE.
STE. 572
RANCHO CUCAMONGA,
CA 91739
RELIABLE DOMAIN
NAME REGISTRY
11832 FAIRWAY DR.
YUCAIPA, CA 92399
SAFISTICATED CUTS
14425 7TH ST.
STE. 5
VICTORVILLE, CA 92394
SIMON’S DESIGN
GARDENING
1104 CONEJO DR.
SAN BERNARDINO, CA
92410
SUN CARE HOME
HEALTH SERVICES
336 S WATERMAN AVE.
STE. S
SAN BERNARDINO, CA
92408
THE COMPUTER SHACK
29199 WHITEGATE LN.
HIGHLAND, CA 92346
THOMPSON INDOOR
GARDEN CENTER
16537 WALNUT ST.
STE. 1
HESPERIA, CA 92345
UNITED HYDRAULICS
AND MACHINE
9558 MARION AVE.
MONTCLAIR, CA 91763
A V SMOKE SHOP
20783 BEAR VALLEY RD.
STE. D
APPLE VALLEY, CA
92308-6974
AEGIS CREDIT SERVICES
853 WEST B ST.
ONTARIO, CA 91762
AJ CONSTRUCTION
SERVICES - BOBCAT
56175 MOUNTAIN VIEW
TRAIL
YUCCA VALLEY, CA 92284
ALL WEATHER 
SEAMLESS RAIN 
GUTTERS
536 E FAIRWAY
BIG BEAR CITY, CA 92314
C & E LANDSCAPING
SERVICES
2215 S FERN AVE.
STE. M
ONTARIO, CA 91762
COMMUNITY DENTAL
CARE
15165 SEVENTH ST.
STE. I
VICTORVILLE, CA 92395
CONTINENTAL
RECYCLING
5082 MISSION BLVD.
ONTARIO, CA 91762
CREATIVE CARVINGS
1658 WEST 11TH ST.
STE. H
UPLAND, CA 91786
D & M INCOME TAX
SERVICE II
303 E. FOOTHILL BLVD.
STE. B
RIALTO, CA 92376
DICKY BATTS
CONSTRUCTION
2189 2ND LN.
BIG BEAR, CA 92314
DXC
11493 RUSSET PL.
ADELANTO, CA 92301
EMBASSY BALL
35377 DRY CREEK RD.
YUCIAPA, CA 92399
EVI & ASSOCIATES
1835 BROOKSTONE ST.
REDLANDS, CA 92374
FIRST IMPRESSIONS
SCREEN PRINTING
923 N. CENTRAL AVE.
STE. I
UPLAND, CA 91786
FRONT LINE
AUTOMOTIVE
RECONDITIONING
550 LA VERNE ST.
STE. 2
REDLANDS, CA 92373
FRONTLINE AUTO
RECONDITIONING
4435 SCRIPPS DR.
SAN BERNARDINO, CA
92407
GRG RACING
950 S RANCHO AVE.
COLTON, CA 92324
GXD LLC
14050 JURUPA AVE.
FONTANA, CA 92337
(909)915-5218
HESPERIA COUNSELING
CENTER
12052 HESPERIA RD.
HESPERIA, CA 92345
HYE QUALITY MEDICAL
SUPPLY
6421 SONTERRA CT.
ALTA LOMA, CA 91737
CS TRUCKING
15311 HIBISCUS AVE.
FONTANA, CA 92335
IHAVETOGOLF.NET
IMUSTVACATION.NET
7410 ARBOR LN.
RANCHO CUCAMONGA,
CA 91739
INLAND VENDING
6098 VICENTE ST
CHINO, CA 91710
INLAND WEST
APPRAISAL SERVICE
13599 CRESCENT HILL DR.
CHINO HILLS, CA 91709
INTEGRITY REALTY AND
FINANCIAL SERVICES
2112 SUN RIDGE DR.
CHINO HILLS, CA 91709
J & T AUTO WHOLESALE
1035 N. E ST.
SAN BERNARDINO, CA
92410
L R B MACHINE SHOP
959 W STATE ST.
STE. E
ONTARIO, CA 91762
LUXURY COLLECTION
1801 S EXCISE AVE. 
STE. 117
ONTARIO, CA 91761
LYHT AND ASSOCIATES
2175 N. LINDEN AVE.
RIALTO, CA 92377
MAN IN THE KITCHEN
13599 CRESCENT HILL DR.
CHINO HILLS, CA 91709
MERCHCONNECTION.COM
1180 E 9TH ST.
STE. B9
SAN BERNARDINO, CA
92410
MORO VINTNERS
MOROVINO
12467 BASELINE RD.
RANCHO CUCAMONGA,
CA 91739-9522
NJ2 EXPRESS
1269 COULSTON ST.
SAN BERNADINO, CA 92408
PRETTY GOOD FILMS
9321 DRAGON TREE DR.
HESPERIA, CA 92344
PHOTO SERVICE OF SAN
BERNARDINO INC.
12706 SENECIO AVE.
VICTORVILLE, CA 92395
PROGRESSIVE CAPITAL
3333 N. E ST.
SAN BERNARDINO, CA
92405
RADFORD REALTY
8333 FOOTHILL BLVD.
STE. 117
RANCHO CUCAMONGA,
CA 91730
RAM PROPERTIES
SERVICES
337 N VINEYARD AVE.
STE. 303
ONTARIO, CA 91764
REOYNE’S CORRAL
61142 29 PALMS HWY
JOSHUA TREE, CA 92252
RAY GIRL
CONSTRUCTION
15164 WILDROSE ST.
VICTORVILLE, CA 92394
ROBEKS JUICE #318
28200 HIGHWAY 189
STE. F-180
LAKE ARROWHEAD, CA
92352-0466
SAN SAI JAPANESE GRILL
345 S MOUNTAIN AVE.
UPLAND, CA 91786
SILVER STAR
CONSTRUCTION
4809 FIRSTONE BLVD.
SOUTH GATE, CA 90280
SPACE-PAK
9517 CASSIA RD.
ADELANTO, CA 92301
THAT’S IT! BOWLING &
ACCESSORIES
17238 FOOTHILL BLVD.
FONTANA, CA 92335
THE DREAM HOME
THE M.C.C.
IMMIGRATION SERVICES
1184 LEE ST.
SAN BERNARDINO, CA
92408
THE WESTERN GROUP
R.E.O.
1801 S EXCISE AVE.
STE. 117
ONTARIO, CA 91761
VALLEY SCALE
14926 VALLEY BLVD.
FONTANA, CA 92335
VIDA LUJO AUTO SALES
677 E MERRILL AVE.
RIALTO, CA 92376
WALLACE TRANSPORT
3239 ASHGATE PL.
ONTARIO, CA 91761
WIN-TEC ENTERPRISES
3057 BUCKHAVEN RD.
CHINO HILLS, CA 91709
XTR4X4
12277 APPLE VALLEY RD.
STE. 324
APPLE VALLEY, CA 92308
YARITZA PET SHOP
250 FOOTHILL BLVD.
STE. P2
RIALTO, CA 92376
Z PIZZA
3090 CHINO AVE.
STE. B
CHINO HILLS, CA 91709
ZOOM TITLE
12424 PARAMOUNT RD.
PHELAN, CA 92371
1ST J&E SERVICES
18382 JURUPA AVE.
BLOOMINGTON, CA 92316
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CONTINENTAL VALET
2111 E. DESERT PALMS DR.
PALM SPRINGS CA 92262 
LEVEL 2
67555 E. PALM CANYON
STE. F124
CATHEDRAL CITY, CA
92234 
DIFFERENT BREED 
MAGAZINE
6678 JASPER DR.
CORONA, CA 92880 
EXPRESS MOBILE CAR
WASH & DETAILER
24318 HEMLOCK AVE. 
STE. E-3
MORENO VALLEY CA 92557 
SCHOOL PICS BY SATIN
DREAMS
6899 SONG SPARROW RD.
EASTVALE CA 92880 
SCHOOL PICS BY SATIN
DREAMS
6899 SONG SPARROW RD.
EASTVALE CA 92880 
EL PRIMO TEST ONLY
4220 GLEN ST.
STE. B
RIVERSIDE CA 92509 
KM CLINICAL
36883 PICTOR AVE.
MURRIETA, CA 92563 
PERFORMANCE ENERGY
DRINK
32153 CORTE CARMONA
TEMECULA, CA 92592 
JACOBUS TRUCKING
19223 SILVER SUMMIT CIR.
PERRIS CA 92570 
TRUCKING INC.
19223 SILVER SUMMIT CIR.
PERRIS CA 92570 
ASSOCIATES
31242 ORANGE AVE.
NUEVO CA 92567 
DESIGN GROUP
ASSOCIATES
31242 ORANGE AVE.
NUEVO CA 92567 
CASH PLUS
6160 ARLINGTON AVE.
STE. D3
RIVERSIDE CA 92504 
TEMO TRUCKING
31210 LAURENA ST.
NUEVO CA 92567 
TEMO SHIPPING
31210 LAURENA ST.
NUEVO CA 92567 
PLUMBING BY MAX
2614 BROKEN LANCE DR.
NORCO CA 92860 
JAKALE ENTERPRISES
26445 HELENE DR.
MORENO VALLEY CA 92555 
ZLEGOODS
26445 HELENE DRIVE
MORENO VALLEY CA 92555 
COOK WORLD 
CALIFORNIA KITCHEN’S
1463 ASHBURY WAY
PERRIS CA 92571 
LNNX AND ASSOCIATES
28339 ROCKY COVE DR.
MENIFEE CA 92585 
LNNX, LLC
28339 ROCKY COVE DR.
MENIFEE CA 92585 
I BELIEVE 
PHOTOGRAPHY
20850 HILLSDALE RD.
RIVERSIDE CA 92508
DESERT JEWEL
17-800 LANGLOIS RD. 
STE. 515
DESERT HOT SPRINGS, CA
92241 
DESERT JEWELS—PRICE-
LESS
17-800 LANGLOIS RD. 
STE. 515
DESERT HOT SPRINGS, CA
92241 
PHENIX MEDIA
52-090 EISENHOWER DR.
LA QUINTA, CA. 92253 
PARKS MEDICAL-LEGAL
CONSULTING
38510 ORANGECREST RD.
PALM DESERT, CA 92211 
CLEAR & CLEAN POOL
SERVICE AND REPAIR
71974 VISTA DEL RIO
RANCHO MIRAGE, CA
92270 
JESSE & A.V. SHOE
REPAIR
40119 MURRIETA HOT
SPRINGS RD.
MURRIETA, CA 92563 
CENTURY 21 GARLAND
REALTY
1264 W. 6TH ST.
CORONA CA 92882 
RSJR IN HOME CARE
ASSESSMENT
36160 MADORA DR.
WILDOMAR, CA 92595 
ARTISAN EVENT FLORAL
DECOR, LLC
779 S. WILLIAMS RD.
PALM SPRINGS CA 92264 
CERTIFIEDCARS.COM
777 E TAHQUITZ CANYON
WAY
STE. 200-44
PALM SPRINGS, CA 92262 
MINDFUL-WAY STRESS
REDUCTION PROGRAMS
47055 WONDERLAND DR.
BANNING, CA 92220 
MINDFUL-WAY POGRAMS
47055 WONDERLAND DR.
BANNING CA 92220 
FAIRWAY LANDSCAPE &
IRRIGATION, INC.
4223 ALAMO ST.
RIVERSIDE CA 92501 
RAMSEY BACKFLOW &
PLUMBING
11626 STERLING AVE. 
STE. D
RIVERSIDE CA 92503 
RAMSEY PLUMBING
11626 STERLING AVE. 
STE. D
RIVERSIDE CA 92503 
MIGUEL’S JR 
HOMESTYLE MEXICAN
FOOD
1039 W 6TH ST.
CORONA CA 92882 
MIGUEL’S SONORA
STYLE AND CANTINA
1920 FRONTAGE RD.
CORONA, CA 92882 
SPROUTS FARMERS 
MARKET
475 E ALESSANDRO BLVD.
RIVERSIDE, CA 92508 
TIME WARNER CABLE
83-473 AVENUE 
STE. 45
INDIO, CA 92201
EVO PERFORMANCE
CRANKSHAFTS
18570 PASADENA ST.
LAKE ELSINORE, CA 92530 
INLAND VALLEY PRINT
SOLUTIONS, INC.
12234 HEACOCK ST.
MORENO VALLEY, CA
92557 
NEW AGE DENTAL
7776 LIMONITE AVE.
RIVERSIDE, CA 92509 
TIRE GUY
27620 CONNIE WAY
SUN CITY CA 92586 
GRUMPY’S GUIDE 
SERVICE
162 MALACHITE LN.
PERRIS, CA 92570 
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1428 PROPERTIES
1030 N MOUNTAIN AVE 
STE. 383
ONTARIO, CA 91762
ADVANCED BUILDING
SYSTEMS
8296 CHAPPELLET PL.
RANCHO CUCAMONGA,
CA 91730
AMECI ITALIAN KITCHEN
8812 BASELINE AVE.
RANCHO CUCAMONGA,
CA 91730
AMERICAN FREE
JOURNAL
56189 TWENTYNINE PALMS
HWY
YUCCA VALLEY, CA 92284
AUTOMOTIVE
TECHNICAL TRAINING
19030 VALLEY BLVD.
BLOOMINGTON, CA 92316
BLONDIES CLIP SHOP
13460 CENTRAL AVE.
STE. D
CHINO, CA 91710
BOTAS LEON
463 E FOOTHILL BLVD.
RIALTO, CA 92376
A. SIMOES FAMILY DAIRY
8625 RIVERSIDE DR.
ONTARIO, CA 91761
CARS WEST GLOBAL
CWG MOTORS
1601 BARTON RD.
STE. 3612
REDLANDS, CA 92373
CRISTAL WATER
15885 MAIN ST.
STE. 270
HESPERIA, CA 92345
CT COMPANY
7189 SAN CARMELA CT.
RANCHO CUCAMONGA,
CA 91739
DEDICATED EXPRESS
1500 WEST RIALTO AVE.
SAN BERNARDINO, CA
91730
EPOCH SHOTS
PHOTOGRAPHY
6548 OLIVE AVE.
SAN BERNARDINO, CA
92407
GRANDER CREATIONS
5786 BERYL ST.
RANCHO CUCAMONGA,
CA 91737
H.H. EXPRESS
7926 WILLIAMS RD.
FONTANA, CA 92336
HA GROUP
3934 ROSWELL CT.
CHINO, CA 91710
HI-LINE CONSTRUCTION
1200 NEVADA ST.
STE. 202
REDLANDS, CA 92374
HOUSE OF DRAPERIES
2141 E PHILADELPHIA ST.
STE. I
ONTARIO, CA 91761
HOUSE OF SOUND
1461 E FOOTHILL BLVD.
UPLAND, CA 91786
INLAND CENTER AUTO
BODY
181 S ARROWHEAD AVE.
SAN BERNARDINO, CA
92408
INLAND VALLEY TRUCK
REPAIR
18324 VALLEY BLVD. 
STE. 6
BLOOMINGTON, CA 92316
INOTARY SERVICE
1940 SHORT ST.
SAN BERNARDINO, CA
92407
JTE TRUCKING
12060 VINTAGE DR.
FONTANA, CA 92337
(909)822-4511
LA CIRRUS INC
7061 GLASGOW AVE.
SAN BERNARDINO, CA
92404
LA VERANDA FAMILY
RESTAURANT
1296 N MT VERNON AVE.
COLTON, CA 92324
LAND AMERICA ESCROW
SERVICING
8338 DAY CREEK BLVD.
STE. 101
RANCHO CUCAMONGA,
CA 91739
LOS ANGELES CHINA
TRAVEL SERVICE
1430 ALTA AVE.
UPLAND, CA 91786
M & A TRUCKING
7247 E RIVERSIDE DR.
ONTARIO, CA 91761
MAID 4-U
1720 S MOUNTAIN AVE.
STE. B
ONTARIO, CA 91762
MANDARIN BISTRO
14230 CHINO HILLS PKWY
STE. A
CHINO HILLS, CA 91709
MARKETWORKS
7189 BIRCH TREE PL.
FONTANA, CA 92336
NATURE CREATIONS
1250 KENDALL DR.
SAN BERNARDINO, CA
92407
NELSON WESTERBERG
1785 INDUSTRIAL PARK
AVE.
REDLANDS, CA 92374
NEW LIFE COMMUNITY
CHURCH OF GOD IN
CHRIST
123 W. D ST.
ONTARIO, CA 91762
RAUL GONZALEZ
TRUCKING
640 E. SAINT ANDREWS ST.
ONTARIO, CA 91761
ROGER’S RECYCLING
CENTER
1066 N MT VERNON AVE.
SAN BERNARDINO, CA
92040
SCOTT INKS
CONSTRUCTION
CONSULTANT
27621 VILLA AVE.
HIGHLAND, CA 92346
SILVER GRACE
16342 ORANGE ST.
HESPERIA, CA 92345
THE LESSON HOUSE
14568 CENTRAL AVE.
CHINO, CA 91710
BUDGET INN
14153 KENTWOOD BLVD.
VICTORVILLE, CA 92392
WALTERS CONCRETE
PUMPING
6038 MACLAY ST.
SAN BERNARDINO, CA
92407
A & A TRANSMISSION
CENTER
1214 HESPERIA RD.
HESPERIA, CA 92345
A PREMIER TRAVEL
SERVICE
1517 RANCHO HILLS DR.
CHINO HILLS, CA 91709
A-1 APPRAISAL SERVICE
8259 ENEVA LN.
YUCCA VALLEY, CA 92284
ABACAB ENTERPRISE
925 EVERGREEN CT.
REDLANDS, CA 92374
ABBA ETC TRAVEL &
TOURS
4962 HOLT BLVD.
MONTCLAIR, CA 91763
ABEL’S ALTERNATIVE
SERVICES
10251 SANTA ANITA AVE.
MONTCLAIR, CA 91763
(909)630-3062
CAFFE GELATO
13788 ROSWELL AVE.
CHINO, CA 91710
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XSLAVE
3243 SARATOGA ST.
RIVERSIDE, CA 92503 
A1 TRANSPORTATION
75135 SHERYL AVE. 
STE. B
PALM DESERT, CA 92211 
ISEEIT COMMUNITY
NETWORK
17624 CORRINE WAY
RIVERSIDE, CA 92504 
ISEEIT NETWORKING
17624 CORRINE WAY
RIVERSIDE, CA 92504 
BUDGET BRAIN 
CONSULTING
15330 CASA GRANDE ST.
MORENO VALLEY, CA
92551 
BUDGET BRAIN 
CONSULTING
15330 CASA GRANDE ST.
MORENO VALLEY, CA
92551 
PANADERIA
31735 RIVERSIDE DR.
STE. G
LAKE ELSINORE, CA 92530 
M & P CONCESSIONS
27246 PINCKNEY WAY
MENIFEE, CA 92586 
MATHIS AND PARKS
27246 PINCKNEY WAY
MENIFEE, CA 92586 
CALIFORNIA EUROPEAN
AUTO GROUP
71387 HIGHWAY 111
RANCHO MIRAGE CA 92270 
CREATIVE NAILS AND
SPA
2709 W. FLORIDA AVE.
HEMET, CA 92545 
NORCO DONUTS & SUBS
3699 HAMNER AVE. 
STE. E
NORCO, CA 92860 
LAW OFFICE OF ELLEN
WEINFURTNER
29571 NUEVO RD.
NUEVO, CA 92567 
P.S. PACHECO 
CONSULTING
255 W. CAMPUS VIEW DR.
RIVERSIDE, CA 92507 
COUPLES CONSULTING
NEEDS
255 W. CAMPUS VIEW DR.
RIVERSIDE, CA 92507 
LAW OFFICES OF
LAUREN E. TWITCHELL
810 3RD ST.
NORCO, CA 92860 
A+ HOME INSPECTIONS
31092 WESTERN VIEW DR.
HOMELAND, CA 92548 
VERONICA ELLICKSON
MARKETING SPECIALIST
39869 TEAL DR.
MURRIETA, CA 92562 
RIVERSIDE ARCHERY
1919 ATLAS DR.
RIVERSIDE, CA 92501 
PINE BROOK 
APARTMENTS
1439 7TH ST.
RIVERSIDE, CA 92507 
DOWNTOWN SOUNDS
302 SOUTH D ST.
PERRIS, CA 92570 
TWILIGHT
PHOTOGRAPHY DESIGNS
31892 FEATHER CREEK DR.
MENIFEE, CA 92584 
T.J. PHOTOGRAPHY
31892 FEATHER CREEK DR.
MENIFEE, CA 92584 
FOXY BOX PHOTOBOOTH
6600 CHADBOURNE AVE.
RIVERSIDE, CA 92505
INLAND EMPIRE DESIGN
497 REDWING DR.
CORONA, CA 92882 
IE DESIGN
497 REDWING DR.
CORONA, CA 92882 
UNIQUE DESIGNS AND
HAIR PRODUCTS
15234 LAKE BREEZE CIR.
LAKE ELSINORE, CA 92530 
VILLAGE HAIR 
CREATIONS
54391 VILLAGE CENTER
DR.
IDYLLWILD, CA 92549 
HAIR CREATIONS
54391 VILLAGE CENTER
DR.
IDYLLWILD, CA 92549 
D-ZINER EYEZ
29212 BIG RANGE RD.
CANYON LAKE, CA 92587 
ALL EYES FOR ONE
29212 BIG RANGE RD
CANYON LAKE, CA 92587 
KRYSTINE ALAINA STYLE
7522 SUN BLOSSOM CT.
RIVERSIDE, CA 92508 
GREYSTONE VINEYARDS
AND BREWERY
38685 DE PORTOLA RD.
TEMECULA, CA 92592 
GREYSTONE VINEYARDS
38685 DE PORTOLA RD.
TEMECULA, CA 92592 
CANYON CREEK 
POTTERY
9257 BLUFF ST.
BANNING, CA 92220 
MORENO VALLEY
MASTER CHORALE
25670 BEEJA CT.
MORENO VALLEY CA 92553 
B’S BEANS
43029 ARGO CT.
TEMECULA, CA 92592 
PRO. PARTY RENTALS
2149 TURNBERRY LN.
CORONA, CA 92881 
AQUA & AIR POWER
33770 SATTUI ST.
TEMECULA, CA 92592 
PHOTOGRAPHIE RUE
CLER
39415 ARDENWOOD WAY
STE. 339
LAKE ELSINORE, CA 92532 
GLS GENERAL
ENGINEERING & 
PLUMBING 
CONTRACTORS
18311 GAFFEY LN.
LAKE ELSINORE, CA 92532 
TRUEAX HANDYMAN
SERVICE
674 E. MAIN ST.
SAN JACINTO, CA 92583 
ISLAND HEALTH CENTER
85 RAMONA EXPRESSWAY
STE. 6
PERRIS, CA 92571
BTEC
14401 ROCK PL.
RIVERSIDE, CA 92503 
ACTION LIGHTS
3502 TEMESCAL AVE.
NORCO, CA 92860 
HUBLER INSURANCE
SERVICES
23714 FIELDCREST LN.
MURRIETA, CA 92562 
HUBLER INSURANCE
SERVICES
23714 FIELDCREST LN.
MURRIETA, CA 92562 
NINEFIVEONE I0 
MAGAZINE
1195 W. OAKLAND AVE. 
STE. D
HEMET, CA 92543 
ANG ELECTRIC INC.
31927 SILK VINE DR.
WINCHESTER CA 92596 
TEMECULA VALLEY
REALTY
40827 CARLENA LN.
TEMECULA, CA 92591 
CALLANETICS 
SOUTHERN CALIFORNIA
29489 VIA LAS COLINAS
STE. 258
TEMECULA, CA 92592 
OPPCOM
4951 BROOKS AVE 
STE. 2
RIVERSIDE CA 92506 
WELCOMESALES.COM
4951 BROOKS AVE 
STE. 2
RIVERSIDE CA 92506 
3-D CLEANING
14175 SAN CRISTOBAL BAY
DR.
MORENO VALLEY CA 92553 
5TH WHEEL FREIGHT
LOGISTICS
14175 SAN CRISTOBAL BAY
DR.
MORENO VALLEY CA 92553 
ISOLSALES 
INVESTMENTS
14175 SAN CRISTOBAL BAY
DR.
MORENO VALLEY CA 92553 
CITY OF ANGELS SWING
5528 RIO RANCHO WAY
RIVERSIDE CA 92504 
SWING ACCESSORIES
5528 RIO RANCHO WAY
RIVERSIDE CA 92504 
CLASSIC TREASURES
4010 MERRILL AVE.
RIVERSIDE CA 92506 
GLOBAL CAPITAL FLOW
35805 RED LEAF LN.
MURRIETA, CA 92562 
COMMUNITY LAW
CENTER
495 E. RINCON AVE. 
STE. 175
CORONA CA 92879 
MEZZANINE
3730 NELSON ST.
RIVERSIDE CA 92507 
HAVEN TREE REALTY &
HOME SOLUTIONS
400 S. RAMONA AVE.
STE. 212
CORONA, CA 92879 
UNIVERSAL BOAT REPAIR
13348 FIELDCREST CT.
MORENO VALLEY, CA
92553 
RPM GROUP SERVICES
25938 AVENIDA CLASSICA
MORENO VALLEY, CA
92551 
M2 FENCING
1672 FAIRWAY DR.
CORONA, CA 92883 
WARRIOR TRANSPORT
6539 WESTVIEW DR.
RIVERSIDE, CA 92506
JUMPERS & MORE
RENTALS
85685 AVENIDA NICOLE
COACHELLA, CA 92236 
RELIK REALM
83695 BISMARK CT.
INDIO, CA 92201 
ORMOND COURT MANOR
5214 BRIMEST AVE.
COACHELLA, CA 92236 
NOCTILUCA PALM
SPRINGS
611 SOUTH PALM CANYON
DR.
STE. 7313
PALM SPRINGS CA 92264 
SANTANA MISSION
CHAPEL
68625-21 PEREZ RD.
CATHEDRAL CITY, CA
92234 
YUCA VALLEY
LOCKSMITH
74325 FAIRWAY DR.
PALM DESERT, CA 92260 
ROCK A BUY CREATIONS
52965 EISENHOWER DR.
LA QUINTA, CA 92253 
ROCK CREATIONS
52965 EISENHOWER DR.
LA QUINTA, CA 92253 
MORALES & GALINDO
MARKETING, MEDIA,
SPECIAL EVENT GROUP
69-155 DINAH SHORE 
STE. 15
CATHEDRAL CITY, CA
92234 
THE SPECIAL EVENT
GROUP
69-155 DINAH SHORE
STE. 15
CATHEDRAL CITY, CA
92234 
VANDYM GIFT &
FLOWER SHOP
68479 E. PALM CANYON
DR.
CATHEDRAL CITY CA 92234 
FORTE VOCAL
PERFORMANCE 
ACADEMY
81711 HWY 111,
INDIO CA 92201 
TEJUINO FINO
65-315 VAN BUREN ST.
THERMAL, CA 92274 
TEJUINO
65-315 VAN BUREN ST.
THERMAL, CA 92274 
MONARCH 
CONTEMPORARY
444 S. INDIAN CANYON DR.
PALM SPRINGS, CA 92262 
MENEZ USED CARS
48-477 HWY 86
COACHELLA, CA 92236 
PINPOINT REALTORS
12477 MESA GROVE DR.
RIVERSIDE CA 92503 
SIGNATURE 
SETTLEMENT SERVICES
12477 MESA GROVE DR.
RIVERSIDE CA 92503 
SKYLINE CAPITAL
INVESTMENTS
12477 MESA GROVE DR.
RIVERSIDE CA 92503 
THREE BROTHERS 
RACING SOCAL
2175 SAMPSON AVE.
STE. 113
CORONA CA 92879 
J.V.A. SHOPPING CARTS
SERVICES
24168 MYERS AVE.
MORENO VALLEY, CA
92553 
VALUATION STRATEGIES
32661 CLEARVAIL DR.
TEMECULA, CA 92592 
V. STRATEGIES
32661 CLEARVAIL DR.
TEMECULA, CA 92592 
BLAKLEY & BLAKLEY
PAINTING
21123 WALKER DR.
NUEVO CA 92567 
BB PAINTING
21123 WALKER DR.
NUEVO CA 92567 
NOONE CONSTRUCTION
27241 DARTMOUTH ST.
HEMET, CA 92544 
AVANT GARDENS 
LANDSCAPE SOLUTIONS
6113 TARRAGONA DR.
RIVERSIDE CA 92509 
TYLER CLEANERS
10273 ARLINGTON AVE.
RIVERSIDE CA 92503 
SKY COUNTRY
CLEANERS
11034 LIMONITE AVE.
MIRA LOMA CA 91752 
SKY CLEANERS
11034 LIMONITE AVE.
MIRA LOMA CA 91752 
SERVICE CHAMPIONS
1136 NORTH HARGR
AVE.
BANNING CA 92220 
SUNRAY DIVING AND
PHOTOGRAPHY
43070 MAIDSTONE CT.
TEMECULA CA 92592 
VALKIN THREADS
25950 ZORRA LN.
MORENO VALLEY CA 92551 
TORQUE POWER
ENGINES
15631 LAKE TERRACE DR.
LAKE ELSINORE CA 92530 
POLITICAL CAPITAL
4158 4TH ST.
RIVERSIDE CA 92501 
RECOVERME
76908 CALIFORNIA DR.
PALM DESERT CA 92211 
GREEN ENVIRONMENTAL
MANAGEMENT
1135 E. MORTON PL.
HEMET CA 92543 
RECOVERY
INTERNATIONAL
3493 DURAHART ST.
RIVERSIDE CA 92507 
SOUTHERN CALIFORNIA
PERMITTING SERVICE
57445 MITCHELL RD.
ANZA, CA 92539 
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Combine Business and “Time Out” in Paso Robles, CA
By Cary Ordway
A burgeoning California
wine country destination nestled
in the Santa Lucia Mountains in
Central California, Paso Robles
offers a multitude of exciting
upcoming events, new wineries
and dining experiences to be
enjoyed throughout the late
winter and early spring. Located
midway between Los Angeles
and San Francisco, and easily
accessible by car, plane and
train, this stunning retreat offers
the authentic California experi-
ence by boasting untouched nat-
ural beauty, a bounty of farm
fresh cuisine supplied from
organic and specialty farms,
200+ wineries, first-class shop-
ping, a wide selection of accom-
modations, golf and entertain-
ment and an extensive variety of
activities and experiences that
appeal to everyone—from fami-
lies, couples and groups to girl-
friend getaways, weddings and
meetings.
You might be interested in
the following upcoming events
happening in Paso Robles:
• PCCHA Derby (free!)
March 13 –18, 8 a.m. – 5
p.m., Paso Robles Event Center
The Pacific Coast Cutting
Horse Association returns to the
Paso Robles Event Center for
their annual “old west style”
Derby/Classic-Challenge. In
this exciting competition, riders
vie for close to $400,000 in
prize money by “cutting,” a
process where a single calf is
selected from the herd, guided
into the center of the arena, and
then kept from ducking past the
horse and escaping back to the
herd. Admission and parking are
free. For more information, visit
www.pccha.com.
• 20th Annual Zinfandel
Festival
March 16 –18, 6 p.m. – 10
p.m., Paso Robles Event Center
Zin lovers unite!
Celebrating this spicy varietal,
guests can sip wines from more
than 50 vintners, nosh on Zin-
perfect food and try their luck at
an auction as Paso Robles hon-
ors their heritage grape at the
20th Annual Zinfandel Festival.
For those who wish to explore
the wine region, wineries
throughout the area will hold
“Zintacular” activities to add to
the experience. For more infor-
mation and to purchase tickets,
visit www.pasowine.com. 
• Cattlemen’s Western
Art Show (free!)
March 30 – April 1,
Saturday10 a.m. – 6 p.m. and
Sunday 10 a.m. - 3:30 p.m.
Paso Robles Event Center
Boasting original art from
60 superbly talented western
artists, this three-day extrava-
ganza will spur excitement
throughout the weekend. The
event kicks off on Friday night
with the “Artists’ Wine and
Hors d’oeuvre Reception” (5
p.m. to 9 p.m.; $20 per person),
followed by an artist exhibition
and cattleman’s BBQ on
Saturday and Sunday. The work
of this year’s featured artist and
historical narrative sculptor,
Pedro Ramos, will be on dis-
play, including his masterful
sculptures focusing on the
Plains Tribes in the early 1700s.
Admission to the show is free.
For more information, call (805)
472-9100 or visit www.cattle-
menswesternartshow.com. 
•  Horsemen’s Reunion
April 2 –7, Paso Robles
Event Center
The first and only event of
its kind, 20 renowned horsemen
including Chris Cox and Martin
Black “break” 40 horses over
six days at the Paso Robles
Event Center. Guests can wit-
ness horses from the first time
they are saddled, and watch
their progression into being able
to do a job. Some of the horse-
men will even be exhibiting cat-
tle working, roping and ranch
branding demonstrations by the
end of the event. Spectators may
purchase tickets to attend all six
days for $180 or $35 per day.
For more information and to
purchase tickets, visit
www.horsemensreunion.com.
• 20th Annual Hospice
du Rhone
April 26 –28, Paso Robles
Event Center 
Celebrating its 20th anniver-
sary, Hospice du Rhone is a
three-day exclusive weekend
celebrating all things Rhône by
embracing the enchantment,
history and tastes of the 22
Rhône varieties. Throughout the
weekend, tip your glass with
worldly Rhône wine producers,
journey through the largest
international collection of
Rhônes and savor exceptional
cuisine, all while taking in the
local Rhône community. Guests
can learn all about their favorite
varieties from the Rhone semi-
nar series, discover the mouth-
watering food fare, take part in
the excitement of a live auction,
and so much more. New this
year are the seminar
“Conversations with
Châteauneuf du Pape” and din-
ner “Conversations with
Châteauneuf du Pape,” both led
by author Harry Karis, somme-
lier Kelley McAuliffe and
vigneron Philippe Cambie,
where guests will converse,
La Bellasera Hotel & Suites
Enoteca Restaurant, Located inside La Bellasera Hotel & Suites
continued on page 30
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